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only one, but he gets TWO 
.... uses. Sheathing PLUS 
insulation. Tests prove 
INSULITE gives greater [| 
bracing strength than 
wood sheathing horizon- y 
tally applied. Builds a FF 
stronger walland provides | 
insulation as a bonus. Sell 
double-duty INSULITE for 
better profits. 
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“Insulite’’ is a registered 
trade mark, U.S. Pat. Olf, 
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NEW TRUCKS 












































Here are wide, massive 
trucks representing DE- 
SIGN with a PURPOSE 

. trucks combining 
appearance with com- 
fort, safety, perform- 
ance, economy, and 





ease of handling. 


Less turning space needed . . . 


aie or left. Better 


Remarkable new ease 
of handling and driving 
is yours in these new 
**Job-Rated’’ trucks. 
You can turn them in 
much smaller circles. 
You can park, back in- 
to alleys or up to load- 
ing platforms with 
much greater ease. You 
get all this with a new 
type of steering, in com- 
bination with shorter 
wheelbases that accom- 
modate full-size bodies, 
and the roomier, longer 
cabs. 

You get much better 
weight distribution, too, 
with this new design. 


weight distribution 


Front axles have been 
moved back, and en- 
gines forward. This 
places more of the en- 
gine and cab weight on 
the front axle. Loads 
are more evenly. dis- 
tributed. 


OLD LEFT OLD RIGHT 
TURN TURN 


NEW LEFT 
OR RIGHT TURN 


ALL THIS... 


and moe wihtee NEW DOD 





@) 7-INCH SEAT ADJUSTMENT . 
venient hand control. 





. with safe, con- 


(1) PLENTY OF HEADROOM 


@ STEERING WHEEL . 
right in the dri- 
ver’s lap. 


@™ NATURALBACKSUPPORT | 

. adjustable for 7 

maximum com- | 
fort. 


(4) PROPER LEG suPPORT 

under the 

knees where you 
need it. 


6) CHAIR-HEIGHT SEATS 
. just like you 
have at home. 


©) “AiR-0-RIDE” CUSHIONS 
. adjustable to 
weight of driver 
and road condi- 
tions. 
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NEW FHA TITLE VI LEGISLATION will increase the insurance 


authorization $250,000,000 immediately; an additional $500,000,000 
is available at the discretion of the President. FHA field offices 
are instructed to receive applications regardless of volume until 
the total authorization is used up. Following are the guides that 
will be used in processing and issuing commitments: 1. Major por- 
tion of all commitments will be for rental units. 2. Commitments 
will not be issued in excess of builder's capacity to complete con- 
struction during term of the commitment. 3. Commitments will not 
be issued in excess of the estimated market absorption. 4. Prefer- 
ence will be given applications that offer the best possibilities for 
housing at the lowest prices and rents. 


SALES BY RETAIL LUMBER DEALERS were up 29.41 percent for 


the 11 months of 1947 over the comparative period in 1946 on the 
basis of reports covering 41 cities in the United States. The in- 
creases ranged from a low of 9 percent in Youngstown, Ohio to a 








high of 90 percent in Washington, D. C. Every reporting city with ° 


the exception of Denver, Colo. reported seasonal declines for No- 
vember, 1947 compared with October of the same year. 


RESIDENTIAL STARTS EXCEEDED 860,000 in 1947; the 1946 fig- 


ure was 671,000 units; the all-time record of 937,000 units was set 
in 1925, when $4,592 million was spent for home construction. Costs 
were lower, of course, in 1925. 


RESIDENTIAL COMPLETIONS IN 1947 were the highest since 


1926 reported David S. Miller, president of the Producers’ Council. 
Approximately 800,000 permanent non-farm dwelling units were 
completed last year or 82 percent above the 1946 total. The 1947 
record was exceeded in only four past years. Of the 960,000 
houses started during the year, nearly three-fifths were reported 
after July 1, the date on which emergency controls over home 
building were removed. The Council's economists estimate that 
870,000 new houses will be started in 1948. The Bureau of Labor 
Statistics predicts 980,000 completions and 950,000 starts in 1948. 


NEW HOME CONSTRUCTION SET A RECORD in 1947. The De- 


partment of Commerce says private spending. on home construc- 
tion reached a figure of $4,939 million—an increase of 55 percent 
over 1946. However, this increase was due partly to increased 
prices. New construction of all kinds set a dollar record of $12,878 
million, but fell short of the physical volume of the less costly 1941 
when $10 billion was spent. 


AMERICAN LEGION’S TREND toward socialized housing is seen 


in the shakeup of the Legion's Housing Committee by Commander 
Jim O'Neil. W. E. Alessandroni, head of the Philadelphia Housing 
Authority and long-time advocate of the T-E-W bill, is the new 
committee chairman. The Legion’s own housing bill, called the 
Veterans’ Homestead Act of 1948, would set up non-profit organiza- 
tions to build homes for rent or sale to veterans and provide loans 
for such investments. It would cut the interest rate far below the 
present rate; interim financing would be provided by the VA at 
one-half percent; permanent financing is hoped possible by the 
sale of long-term government guaranteed bonds at one and three- 
quarters percent to two and one-quarter percent. 


GLASS BLOCK ALLOTMENTS DISCONTINUED by the Pittsburgh 


Corning Corp. effective Jan. 1. The company says there will be no 
restriction on the quantities or sizes of standard blocks that may 
be ordered, since its new plant in Sedalia, Mo., will double pro- 
duction 




















HOME LOANS 


More money loaned in '47 to 


build than buy, League finds 


LESS money was loaned to buy 
existing homes and more to build 
new homes in 1947 than in 1946, ac- 
cording to a report issued by the 
United States Savings and Loan 
League which reports for the sav- 
ings and loan associations which 
constitute the largest block of in- 
stitutions financing homes. 

In the first 10 months of 1947, 
says the League, the associations 
lent 11.8 percent less money for 
buying existing homes than in the 
like period in 1946. The drop was 
from $2,035,000,000 in 1946 to 
$1,793,000,000 in 1947. 

Meantime the money advanced 
for new construction mounted to 
$734,000,000 for the first 10 months 
of 1947, an increase of 42.7 per- 
cent over the same period in the 
preceding year. 

The year 1947 saw the first re- 
versal of the trend, evident since 
1943, for home purchase loans to 
exceed those of the previous year. 


LOWER COSTS 


Quality and cost saving goal 
of |! experimental programs 


THE construction industry cur- 
rently is conducting 11 separate 
programs designed to lower the cost 
of building and improve the quality 
of construction. 

Some of the programs, according 
to David S. Miller, president of the 
Producers’ Council, will bring im- 
mediate results and others are of a 
longer-range nature. Manufactur- 
ers of building products are par- 
ticipating in all of the projects in 
cooperation with other branches of 
the industry. 

The programs are as follows: 

1. The Industry Engineered 
Housing Program designed to re- 
duce housing costs by adjusting the 
dimensions of homes to those of 
standard materials. 

2. Extension of modular coordi- 
nation which dimensions materials 
so that they fit together with a 
minimum of cutting and fitting. 

3. Training courses for employes 
of materials dealers designed to im- 
prove the efficiency of dealers’ or- 
ganizations. 

4, Expansion of programs for 
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Western Wholesalers 
Preparing for 
Active Spring 


Backlog of orders going into 1948 con- 
tinues substantial. Many buyers seek- 
ing prompt deliveries report heavier 
than normal winter building. Shortage 
of cars has been a shipping handicap. 


With production relatively good, most 
millmen expect continuance of an 
active lumber market throughout the 
spring months. All indications are that 
as long as building continues at high 
level, buyers will need to be alert to 
get the stock they require. Needless to 
say, your Western Wholesalers will 
continue to be as watchful of customers’ 
interests as possible. 





Duncan Lumber Co., Inc. 
White Bldg., Seattle | 


Specializing in dimension and boards. 


Edward J. Sherman Lumber Sales 
Board of Trade Building 
Portland 4, Oregon 


Morrill & Sturgeon 
Lumber Co. wes 
Yeon Bidg., Portland, Ore 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 














WALES LUMBER COMPANY 
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SPOKANE - - - WASHINGTON 
564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 














CARL SODERBERG Pine Products 
LUMBER COMPANY «ilic. ore.) 


Spokane, 
Manufacturers and Whotesaiers Washington 
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training apprentice building trades 
workers so as to assure an adequate 
supply of skilled workers. 

5. Improvement in methods of ap- 
prentice training so as to shorten 
the time required for apprentices 
to become productive workers. 

6. Expansion in the use of labor 
saving equipment and methods at 
the building site. 

7. Study at the University of 
Illinois of methods of saving time 
in the building of homes. 

8. A comprehensive research pro- 
gram to devise new economies in 
the production, use, and assembly 
of materials being developed by 
the new Building Industry Re- 
search Advisory Board. 

9. Modernization of local build- 
ing codes so as to remove unneces- 
sary restrictions which add to build- 
ing costs. 

10. Development of recommenda- 
tions to enable governmental sta- 
tistical agencies to provide the in- 
dustry with more adequate and 
accurate facts about building trends 
and needs. 

11. Development of plans for 
stabilizing the annual volume of 
construction so that there will be 
more even employment and _ build- 
ing activity. 


CEMENT PRICES 


Two major companies announce 
Eastern Seaboard increases 


CEMENT prices’ have § been 
faised along the Eastern Seaboard 
by Lehigh Portland Cement Co. 
and Alpha Portland Cement Co., 
both major producers. One smaller 
company, Nazareth Cement Co., fol- 
lowed the lead of the major com- 
panies and others indicated they 
will go along. 

The steady rise in production 
costs, notably fuel, and the desire to 
bring eastern prices in line with 
midwestern and western levels were 
given as the reasons for the in- 
creases. 

Bulk cement prices were raised 
15 cents per barrel in the Phila- 
delphia area and 10 cents in the 
Hudson Valley and New England 
regions. The price of cement in 
paper bags was increased a rela- 
tively larger amount—equivalent to 
18 cents per barrel or three cents 
more than for bulk shipments. 

The new prices affect new busi- 
ness but not present contracts. 





MATERIALS OUTPUT 


Estimated physical output in '47 
two percent above record year 


PRODUCTION of building ma- 
terials reached an all-time high in 
1947, reported Douglas Whitlock. 
chairman of the Building Products 
Institute. 

He said the estimated physical 
production of materials was two 
percent higher than in 1925 when 
the previous high record was set. 
The output of materials in 1947 
also will be about nine percent 
greater than 1946 production and 
37 percent above 1939, the base 
year in the U. S. Department of 
Commerce index on which these 
comparisons are based. 

The rate of increase in output 
during the first two vears after 
World War II, added Mr. Whitlock. 
has been two and one-half times 
faster than after World War Il. 
Only two years were required to at- 
tain a 50 percent increase in pro- 
duction after World War II, where- 
as five years were required to reach 
a similar increase in output after 
1918. 


PLYWOOD BOOK 


Authoritative volume tells how 
to use plywood advantageously 


A fresh approach to the subject 
of plywood is found in a new book, 
“Plywood—What It Is, What It 
Does,” by Louis H. Meyer. 


The volume covers the composi- 
tion, ‘structural elements and me- 
chanical characteristics of plywood. 
Various types of plywood are dis- 
cussed with emphasis on their ap- 
plicability, superiority and limita- 
tions. One purpose of the author 
is to inform the reader so that he 
will know how to adapt plywood 
properly for the particular project 
at hand. 

Material on plywood never before 
assembled in one book is found 
here. This includes 24 plates illus- 
trating various types of veneer 
faces, also a valuable section de- 
voted to tables. The main sections 
of the book cover the general and 
unique characteristics of plywood; 
their application and techniques: 
marketing; softwood plywood, hard- 
wood plywood and specialized prod- 
ucts. 

The author, Mr. Meyer, was for- 
merly field research director of the 
United States Plywood Corpora- 
tion. 

You may secure a copy of this 
book by writing to AMERICAN LUM- 
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This year Kinzua begins its 21st year of opera- 
tion—another milestone on the Kinzua journey 
toward its obiective of a continuous timber sup- 
ply and permanency of operation. 


Kinzua is gratified to be able to report that its 
long-time forest replenishment program is working 
out about as planned—in fact, new growth is 
slightly exceeding expectations. 


Mother Nature is cooperating well with Father 
Time in re-seeding, in turning seeds to seedlings, 
seedlings to saplings, saplings to eventual saw 
logs. 


The everlasting forest that Kinzua sees in the 
distance will in time be reached, we feel sure. 
And it is an everlasting forest, that holds the key 
to giving Kinzua the permanent operation which 
will supply famous "Quality Guaranteed" Kinzua 
Ponderosa Pine on a continuous basis. 


KINZUA PINE MILLS CO. 
KINZUA, OREGON 
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MEMBER NATIONAL DOOR MFRS. ASSN. MEMBER WESTERN PINE ASSOCIATION 
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Right now—you can get started earning 3-way profits with American 
Rental Sanders! 

You profit with rental fees—and most stores find that Americans pay 
for themselves the first year from rental fees alone! You profit with plus 
sales of other items... abrasives, floor finishes, brushes, wax and other 
supplies. You profit with greater goodwill—your customers appreciate the 
convenience and savings with an American sander rental service. Send 
today for profit-plan booklet. No obligation. 






Wi L1G sf , 


FLOOR MACHINES 









American Floor Surfacing Machine Co., 521 So. St. Clair St., Toledo 3, Ohio 


Send 12-page illustrated free booklet showing how to make money in the 
floor sander rental business; also details and prices on American Rental 
Sanders. 
Name 
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BERMAN & BUILDING PRODUCTS 
MERCHANDISER, Reader’s Servce 
Department, 139 North Clark 
Street, Chicago 2, Ill. Price $3.50. 


NAHB CONVENTION 


1948 exposition is scheduled 
for Chicago hotels, Feb. 22-26 


NEW products and new models 
of standard products will be on ex- 
hibit at the annual convention and 
exposition of the National Associa- 
tion of Home Builders, Chicago, 
Feb. 22-26, in the Stevens and Con- 
gress hotels. 

Twenty-five to 30 new exhibitors 
have contracted for space. The 
complete program will be = an- 
nounced soon. Hotel reservation 
and advance registration blanks 
have been sent to local affiliated 
chapters of the association. Any- 
one else who desires to attend the 
convention should write to the Na- 
tional Association of Home Build- 
ers, 111 West Jackson Blvd., Chi- 
cago. 4, Ill., giving full information 
as to type of accommodations de- 
sired, date of arrival, address 
and business classification are re- 
quested. A check payable to the 
National Association of Home 
Builders to cover the registration 
fee of $10 for men and $5 for ladies 
should accompany each reservation. 


NORTHERN PINE ANNUAL 

A substantial increase in produc- 
tion in 1947 was reported by W. A. 
Ellinger, secretary of the Northern 
Pine Manufacturers’ Association, 
at the annual meeting of the asso- 
ciation in Minneapolis, Dec. 20, 
1947. 

Total output for the first 11! 
months was approximately 52,000.- 
000 feet compared with 40,665,000 
for the full year of 1946. 

J. A. Mathieu was elected presi- 
dent and Mr. Ellinger was _ re- 
elected secretary and _ treasurer. 
The office of vice president was lef: 
vacant. 


PREFAB REPORT 


Drewry reports total sales 
in 1946-1947 at 70,000 units 


THE prefabricated housing in- 
dustry sold approximately 70,000 
new permanent houses in 1946 and 
1947, Austin Drewry, president of 
the Prefabricated Home Manufac- 
turers’ Institute told members of 
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Rolling or Sliding 
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DOOR 
HARDWARE 


Garage, barn and industrial plant 
doors roll with “streamliner smooth- 
ness” on Stanley Hangers and Stanley 
Track. The frictionless hangers — 
with ball bearing swivels and roller 
bearing wheels — coast quietly and 
easily under fingertip operation. 


XN 


Stanley Door Hardware assures 
permanently carefree doors 
because of the weather- 
protected, dirt-shielded 
track feature. The track sec- 
tions are uniformly straight 
as a die and Stanley “Hold- 





the sections tightly into a single length 
of track, as required. Every possible 
combination of track brackets for dou- 
ble and triple door sets can be fur- 
nished. 


Complete hardware sets are avail- 
able for folding or sliding garage or 
barn doors in openings from 9’ to 16’ 
width. Three sizes of track 
and hangers fill require- 
ments of any sliding door 
up to 1000 pounds, and 
two-way adjusting nuts 
assure exact fit. The Stanley 





Fast” Track Clamps bind 


Works, New Britain, Conn. 


Send for descriptive folder 


Manowar: ree STANLEY 





Reg. U.S. Pat. Off, 





CAREFREE DOORS 
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PHMI at their winter meeting in 
New York City, Dec. 15-16. 


He disclosed that shipments from 
the various plants of these firms in- 
creased from about .1,000 units a 
month at the beginning of 1946 to 
about 4,000 per month in October, 
1947. Average selling price with- 
out land was $7,000. 


Drewry said that approximately 
80 companies having a total capital 
investment of $60,000,000 are now 
actively engaged in the manufac- 
ture of prefabricated homes. To- 
tal production capacity of these 
companies is estimated at 120,000 
houses a year. 


CHICAGO'S NEEDS 


Survey indicates bad shortage 
in building mechanics’ field 


NEARLY 65 percent more skilled 
nd semi-skilled building mechanics 

are needed to eliminate the labor 
shortage in the Chicago area, ac- 
cording to Gerhardt F. Meyne, vice 
president for construction indus- 
tries of the Chicago Association of 
Commerce. 

Meyne’s report was based on 
questionnaires answered by con- 
tractors and other construction rep- 
resentatives. In 1937 the Chicago 
area had approximately 127,000 
building craftsmen; today the num- 
ber is about 85,000. 


CONVENTION SCHEDULE 


Jan. 26-28—Northeastern Retail 
Lumbermens’ Association, New 
York, Hotel Pennsylvania, exhibits. 


Jan. 28-30—Tennessee Lumber, 
Millwork & Supply Dealers Associ- 
ation, Nashville, Hermitage Hotel, 
no exhibits. 


Jan. 28-30—Southwestern Lum- 
bermen’s Association, Kansas City, 
Auditorium, exhibits. 


Jan. 29-30—Indiana Hardwood 
Lumbermen’s Association, H ote] 
Severin, Indianapolis. 


Feb. 3-5—Michigan Retail Lum- 
ber Dealers Association, Grand 
Rapids, Pantlind Hotel, exhibits. 


Feb. 4-5—Lumber Dealers Asso- 
ciation of Western Penna., Pitts- 
burgh, William Penn Hotel, ex- 
hibits. 
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Feb. 4-6—Middle Atlantic Lum- 
bermens Association, Atlantic City, 
Claridge Hotel, no exhibits. 


Feb. 9-10—Tenn. Lbr., Millwork 
& Supply Dealers, Knoxville, An- 
drew Johnson Hotel, exhibits. 


Feb. 10-12—TIllinois Lumber & 
Material Dealers Assn., Chicago, 
Sherman, exhibits. 


Feb. 11-13—Mountain 
Lumber Dealers Assn., 
Shirley-Savoy, exhibits. 


Feb. 11-13—Carolina Lumber & 
Building Supply Assn., Charleston, 
S. C., Francis Marion Hotel, ex- 
hibits. 

Feb. 13-14—-West Virginia Lum- 
ber Supply Dealers Assn., Charles- 
ton, W. Va., Daniel Boone Hotel, 
no exhibits. 

Feb. 16-18—Western Retail 
Lumbermens Association, Spokane, 
Hotel Davenport, exhibits. 

Feb. 17-19—Wisconsin Retail 
Lumbermen’s Association, Milwau- 
kee, Auditorium, exhibits. 

Feb. 19-20—Virginia Building 
Materials Association, Roanoke, 
Hotel Roanoke, no exhibits. 

Feb. 22-26—National Associa- 
tion of Home Builders, Chicago, 
Stevens and Congress hotels. 

Feb. 23-24—Nebraska Lumber 
Merchants’ Association, Omaha, 
City Auditorium, exhibits. 

Feb. 25—-Northern Indiana and 
Southern Michigan Retail Lumber 
Dealers Association, South Bend, 
Oliver Hotel, no exhibits. 

Mar. 2-3—North Dakota Retail 
Lumbermens Association, Fargo. 
location not yet announced, exhib- 
its. 


States 
Denver, 


Mar. 4-6—Intermountain Lum- 
ber Dealers Assn., Salt Lake City, 
Utah, exhibits. 


Mar. 8-10—Independent Retail 
Lumber Dealers Assn., Minneapolis, 
Radisson Hotel, exhibits. 


Mar. 9-11—Indiana Lumber «& 
Builders’ Supply Assn., Indianap- 
olis, Murat Temple, exhibits. 


Mar. 11-12—Mississippi Retai! 
Lumber Dealers Assn., Biloxi, 
Buena Vista Hotel, exhibits. 


Mar. 15-17--Ontario Retail Lum- 
ber Dealers Assn., Toronto, Roya! 
York Hotel, exhibits. 


Mar. 17-19—Iowa Retail Lum- 
bermen’s Assn., Des Moines, Coli- 
seum-Savoy Hotel, exhibits. 


Mar. 17-18—Louisiana Building 
Material Dealers Association, New 
Orleans, Jung Hotel, exhibits. 


Mar. 23-25—Florida Lumber & 
Millwork Association, Jacksonville, 
George Washington Hotel, exhibits. 

Mar. 24-25—South Dakota Retail 
Lumbermens Association, Sioux 
Falls. 

April 15-16 -Southern Califor- 
nia Retail Lumber Association, Los 
Angeles, Biltmore Hotel, exhibits. 

April 18-21—-Lumbermen’s Asso- 
ciation of Texas, Galveston, Munic- 
ipal Pier, exhibits. 

April 1-2—New Jersey Lumber- 
mens Association, Atlantic City, 
Hotel Traymore, no exhibits. 

April 15-16—Southern California 
Retail Lumber Association, Los 
Angeles, Biltmore Hotel, exhibits. 

June 1-2— National American 
Hardwood Association, Edgewater 
Beach Hotel, Chicago. 





























“Some of these soap 
commercials are pretty good” 
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TAX BILL is set as the No. | project for this ses- 


sion of Congress. The guess in Washington is that 
personal income taxes will be reduced, but the 
amount and the manner will be determined in de- 
bate and will depend upon the concessions needed 
to assure passage over a possible veto. It's un- 
likely that corporation taxes will be changed at this 
time. The Presidential suggestion that they be 
raised, to compensate for reduction in low-bracket 
income taxes, isn't popular on the Hill. 


CO-OPERATIVE TAX EXEMPTIONS wi!l get some 


going over in the House. In fact there’s a chance 
that a bill modifying these exemptions can be 
passed by the House. But those who claim to know 
say there’s practically no chance of enactment in 
the Senate. The matter probably will have to go 
over to a post-election session. Many of the co-ops 
are located in the Corn Belt, a politically important 
area. 





A GOOD YEAR, as government experts see it. 


Sure enough, they do talk about the top-heavy 
economy and they think business may be too good. 
Something like this: large buying power without 
balancing increases in production, mean higher 
prices, higher wages, more inflation, and an even- 
tual settling of a tough account. The experts al- 
ways mention these things.: It’s part of their job to 
be worry warts. 


HOUSING DEMAND, however, is very strong and 


is expected to stand up throughout the year. Other- 
wise the Department of Commerce wouldn't pre- 
dict all those new units. A difference of opinion 
tbout building costs; a good many bankers think 
these costs are at the peak or past it, but a good 
nany contractors think prices will rise. Building 
‘osts are likely to follow the cost lines of food. So 
etter watch those farm produce prices. 


WAGE DEMANDS, especially in the heavy in- 


justries, are on the make. It's an unanswered 
juestion how big these demands will be and how 
ard they'll be pushed. General belief is that the 
ig unions will not call prolonged strikes, since 
eaders know a sharp checking of production in 
fidgety period wouldn't serve the interests of 
iabor. 


CONGRESS IS BACK and is set to deal with three 


huge questions: tax reduction, the Marshall Plan, 
and the high cost of living. The President is asking 
both less and more than this; less tax reduction 
ind more economic controls, including stand-by 
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controls. There are hard fights ahead. Likely to 
be more tax reduction than the President wants 
and possibly more inflation controls than Congress 
wants. 


INFLATION CONTROL BILL, passed at the earlier 


session, centers about voluntary agreements. Such 
agreements will have little effect upon prices. How- 
ever, the law may be important to this industry in 
directing the flow of supplies. Nails, for example. 
It's expected to start shipments to especially needy 
areas, to increase nail production and to reduce 
the number of kinds produced. There are about 125 
patterns of nails which complicates inventory as 
well as problems of manufacture. 


FURTHER INFLATION CONTROLS are an unan- 


swered question. Republicans, with a majority on 
the Hill, are committed to fight the return of price 
controls. But they're not sure of their position should 
wages and prices go up another turn on the spiral. 
Opinion along the Avenue, at the moment, is that 
the President has some chance to get part of the 
control powers he’s asking. Not nearly all, but some 
of them. 


FREIGHT RATE INCREASE of a second 10 per- 


cent has been authorized by the Interstate Com- 
merce Commission. This one, like the earlier in- 
crease, is a temporary affair and continues in effect 
only until the end of june. Railroads have applied 
for a permanent increase of 30 percent; and the 
ICC expects between now and June 30 to finish its 
investigation and to rule on the plea for the perma- 
nent increase. 


LIFE INSURANCE COMPANIES invested an esti- 


mated two and a half billion dollars in real estate 
mortgages during 1947. This makes a total of about 
eight and a half billions, the largest amount of 
mortgage financing ever undertaken by the insur- 
ance companies. An important part of the ‘47 fi- 
nancing by these companies was in Veterans Ad- 
ministration mortgages. The companies have large 
holdings of FHA paper. 


NEW FEDERAL HOUSING PROGRAM is being 


asked of Congress. That doesn’t surprise you. Hous- 
ing is still a hot political issue, especially in labor 
and veteran organizations; and the pressure for 
low-cost units is heavy. Minneapolis erected a 
group of 167 pre-fabricated dwellings as a public 
project. There were 1,500 applicants for the finished 
buildings. 
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Ameen Clenial — the asbestos shingle 








1. Applied like any Strip Shingle—Each 
American Colonial is an asbestos strip 
equivalent to 5 ordinary shingles. 





2. Self-Spacing Feature Saves Time— 
Shingles are lined up over the points on 
the preceding course. 














3. Automatic Alignment—No chalk lines 
necessary, no delays measuring courses. 
Any roofer could actually lay American 
Colonial Shingles blindfolded. 














4. Easy to Handle— Bundles weigh about 
the same as asphalt strips. Use only 80 
pieces per square. Only 4 nails per shin- 
gle, in pre-punched holes. 














5. Easily Applied on Ridges — Special 


Hip and Ridge shingles supplied in 
exactly the same textured grain, the same 
beautiful, weathered appearance and 
colors as the main roof shingles. 





6. Cutter Speeds Application — When 
shingles must be cut to fit around valleys, 
dormers, along the rake, etc., a shingle 
cutter does the job easily, quickly—right 
on the roof. 


that’s FASY 70 AFFLY 


... and it provides the most beautiful 





low-cost asbestos roof ever developed 














BUILT TO LAST 35 YEARS PLUS — Thousands of J-M 


Asbestos Shingles have now been in service 35 years and more. 
They’re still as fireproof, rotproof, and weatherproof as the day 
they were applied. No signs they won't last another 35 years or 
more! That’s why we say American Colonial Asbestos —oyrssyuuy 
Shingles last 35 years PLUS. Johns-Manville, Box 290, JM 
New York 16, N. Y. M4 
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ital Statistics of the Month 


Business or Economic Measure — 
oO 
CONSTRUCTION ACTIVITY Data 
Permanent dwelling units started ; 
CRIED Skis ow els vo oeeaeuealena aus 4s _ BLS 


(‘onstruction expenditures (millions of 
MII So  riceeis wnueracsi nae we 
otal new constructaion. 
Residential building (nonfarm). 
Nonresidential bldg. (nonfarm). 
Parm construction ......0....... 
All other new construction................ 
Employment in contract construction ; 
industry (thousands of workers)... .. 1. BLS 
REGISTERED APPRENTICES . 
All building trades...... Ee er pe ATS 
Woodworking trades ........... 
Trower trades ........... 
Pipe trades 
Other building trades. . 
PRICES AND COSTS 
Residential building cost index 20 Cities 
CRUSE sk ivino 5055s ease sie ewes» 
Average hourly earnings in private bldg. 
OEE Te BLS 
Wholesale prices index, all commodities 
PUMPED, © <5, cisne 6 0065s: s: siacnieaeies-ssoias aes 
Wholesale price index, all building materials 
(1926=100) BL 
Prices paid by farmers for bldg. materials 
for house (1910-14=100)................ BAE 
Prices paid by farmers for bldg. materials 


__ BLS-Com. 


‘Boeckh 


for other structures (1910-14—100)...... BAE 
Wholesale price index lumber 

MINI oo ig fois wretoren tie 14, <5. Sour ea bei aise shar BLS 
Wholesale price index lumber, commons 

RRR nas 5 foo eraclae cles sraicis re oiai aici "BLS 
Wholesale price index lumber, uppers 

(1926=100) ; ; Sm evn se “BLS 
Wholesale price index, steel 

RE | sinters isseis ben posse ss BLS 
Wholesale price index, cement 

RE. NER eT eae eee BLS 
Purchasing power of the dollar, wholesale 

fo 2 _BLS 
Prices received by farmers 

(1909-14—100) ......... BAE 
Consumers’ price index 

(1935-39=100) ...... BLS 
Retail food price index 

(1935-39=—100) ........ BLS 
Retail clothing price index 

(1935-39=—100) ......... BLS 
Residential rent index 

tS SS) eee .. BLS 

GENERAL BUSINESS MEASURES 

Retail dept. store sales index 

(1956-30108) ............. Com. 
Industrial production index 

(19865-30100) ..........0055.. _ FRB 
Manufacturer’s inventories index 

i “ eae _Com. 
Nonagricultural —— 

(thousands of. workers) . ee ..... BLS 
Consumer installment credit 

(millions of dollars)............ _ FRB 
Loans of reporting member banks 

(millions of dollars)....... _ FRB 





Source of Data: 


BLS: Bureau of Labor Statistics, U. S. Dept. of Labor 
BLS-Com: Joint estimate of Bureau of Labor Statistics and 
Office of Domestic Commerce, U. S. Dept. of Commerce 

ATS: Apprentice Training Service, U. S. Dept. of Labor 


Soeckh: E. H. Boeckh and Associates; used by special per- 
mission 
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Percent Change from 


Latest Previous Montha Prev. Year 
Month Month Year Ago Mo. Ago 
82,000 93,800 47,700 -126 +71.9 
1,253 1,317 987 4.9 +27.0 

532 525 403 + 1.38 +32.0 
343 337 335 + 1.8 + 2.4 
25 50 20 -50.0 +25.0 
353 405 229 —I23 +54.1 
1,852.0 1,894.5 1,712.8 — Be + 8.1 
112,221 109,738 87,483 + 2.3 +28.3 
41,065 39,926 33,564 + 2.9 +22.3 
15,479 14,799 10,565 + 4.6 +46.5 
16,966 16,558 12,375 + 2.5 +37.1 
38,711 38,455 30,979 + 0.7 +25.0 
206.4 205.7 170.0 + 0.3 +21.4 
$1.738 $1.718 $1.526 + 1.2 +13.9 
159.5 158.5 139.7 + 0.6 414.2 
187.5 185.8 145.5 + 0.9 +28.9 
359 353 246 + 1.7 +44.8 
326 323 231 + 0.9 +41.1 
295.6 290.0 192.1 + 1.9 +53.9 
408.8 401.9 277.0 + 1.7 +47.6 
307.0 294.2 185.2 + 4.4 +65.8 
143.0 143.0 120.1 0 +19.1 
120.6 120.1 107.0 + 0.4 +12.7 
$0.627 $0.631 $0.716 0.6 —12.4 
287 289 263 0.7 + 9.1 
163.8 ; 163.8 148.6 0 +10.2 
201.6 203.5 180.0 - 0.9 +12.0 
189.0 187.6 168.1 + 0.7 +12.4 
114.9 113.6 108.8 + 14 + 5.6 
300 275 271 + 9.1 +10.7 
192 190 18:3 + E32 + 4.9 
236 233 197 + 13 +19.8 
43,449 43,298 42,439 + 0.3 + 2.4 
5,454 5,284 3,458 + 3.2 +57.7 
22,887 22,220 19,123 + 3.0 +19.7 


BAE: Bureau of Agricultural Economies, U. 
Agriculture 

Com: Office of Domestic Commerce, 

FRB: Federal Reserve Board 
1Boeckh indexes are released monthly for 10 types of 

construction in each of 30 areas, prepared on the basis of 

studies of actual building costs, and from current local data. 
2Prepared for AL&BPM from Bureau of Labor Statistics 

data, but these are not official BLS indexes. 
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Brand MW for 98 


NEW ENGINES! — new 


Six, two new V-8's.. up to 145 h.p. 


NEW CABS! Million Dollor 


Cab with living room comfort? 


NEW FRAM ES! Tougher, 


1 
more rugged than ever: 


NEW BIG JOBS! Biggest 
Ford Trucks ever - 
lbs. G.V.W. 

NEW MODELS! Five new 


more than 115 Ford models! 
— 


p to 21,500 


series, 


Listen tot 
Sunday afternoons 


” 7 
d Theater over NB 
he For 5:00 to 6:00 p.m. 





The great new Ford Trucks for ’48 are 
revolutionary not only because they 
are new all through but because they are 
the amazing result of a time-proved 
truck engineering principle. This prin- 
ciple is Ford Bonus Built construction. 

Bonus Built=Extra Strength! Eyery 
single one of the great new Ford Trucks 
for °48 is Bonus Built . . 
built with a margin of extra strength in 
every vital part. But that is only part 





. designed and 





Bonus 
Built 


BUILT STRONGER TO LAST LONGER 








| 
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Bonus Butte —THE AMAZING RESULT OF AN 





of this vital truck building principle... 


Bonus Built=Work Reserves! 7}, 





extra strength provides WORK RESERVES 
that pay off for truck operators in two 
important, money-saving ways... 


Bonus Built=Greater Range of Use! 


These Bonus Built WORK RESERVES give 
Ford Trucks a greater range of use by 
permitting them to handle loads beyond 
the normal call of duty! That means 
that Ford Trucks are not limited to 








doing only one single, one specific job! 

Bonus Built=Longer Life! What's 
more, these same WORK RESERVES allow 
Ford Trucks to relax on the job... to 
do their jobs easier, with less strain and 
less wear. Thus, Ford Bonus Built 
Trucks last longer because they are 
built to work easter! 





See the great new line of Ford Bonus 
Built Trucks for ’48 now! 


*BONUS: **Something given in addition to what 
is usual or strictly due.’’— Webster's Dictionary 


ENGINEERING PRINCIPLE THAT ASSURES LONGER TRUCK LIFE TRUCK LIFE... and ONLY Ford Trucks Have It! 


LIFE INSURANCE EXPERTS PROVE... FORD TRUCKS LAST UP TO 19.6% LONGEF : 
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HOW TO PREVENT ANOTHER SEVERE DEPRESSION 


ll. DIAGNOSIS 


Publisher's note: Following the editorial ‘Our Economy Today” 
—Part I of Editor Arthur A. Hood's series of four consecutive 
editorials on the problem “How to Prevent Another Severe 
Depression’—we present Part II, “Diagnosis,” in this issue. 
Succeeding editorials will discuss “The Prescription’ and 
“Getting the Patient to Take the Medicine.” Your comments 
are appreciated. 


The first signs of a serious depression in the off- 
ing are (a) buyers’ resistance to prices, and (b) 
accumulating inventories. 

It becomes obvious that a “free” market is not an 
adequate condition to avoid depression. 

What other characteristics besides being “free” 
must our market have to avoid another serious de- 
pression? 

Perhaps a part of the answer may be found by 
examining the structure of Freedom. 

Freedom is not easy to define. 

Just how free are we in our integrated capacity as 
producers, distributors and consumers? 

We become free by denial of the self-centered self 
in obedience to the laws of ethical conduct. The 
hasie fact of freedom is that we must accept the re- 
sponsibility of giving to others the freedom we would 
have for ourselves. Freedom can be had only by 
curbing ourselves in mutual interest with others. 

Free competition can be had only by curbing un- 
ethical competition. Free enterprise can be had only 
hy laws or ethics which curb the predatory. Eternal 
Vigilance is the Price of Freedom only after a more 
significant price has been paid; namely, the achieve- 
ment of self-discipline by an over-whelming majority 
of individuals through obedience to the laws of the 
state and of nature. 

To avoid depression, our pricing in a free market 
must be ethical whether buyers or sellers. 

As sellers we cannot widely exploit shortages by 
exhorbitant pricing, and as buyers we cannot wide- 
ly exploit surpluses by withholding purchases for a 
distress price. 

To avoid depression our market must be ethical as 
well as free. 

To make our markets more ethical will require a 
selling job that will tax the best selling brains in 
(merica. 

But our market must have one more attribute. 

We have seen that depressions happen because (a) 
inventories are not priced at levels that will move 
them quickly, and (b) money in important quantity 
is withheld from purchasing. 

In other words, the free market betemes static 
rather than dynamic. 
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Here is a paradox because the withholding of 
money is a form of saving, and thrift is an essential 
element in a progressive economy. Without savings 
and their investment we cannot have progress. 

And yet if savings are withheld from constructive 
uses (expenditure or investment which create em- 
ployment) savings can cause disemployment and, 
when widely withheld, even a severe depression. 

To resolve the paradox, savings must be translated 
into other forms than money. In doing so we make 
both the savings and the market dynamic. 

Savings in other forms than money do not cause 
disemployment because, if and when they become 
excessive, corrective forces come into play automati- 
cally. 

The dynamic elements in the market are the buyers 
translation of his money into goods.and services and 
the seller pricing his goods and services at mark-ups 
that will be satisfactory to the buyers. 

The third element in a depression-proof market 
then is dynamism. 

There is just one way to make a market more 
dynamic—and that is by selling. | 

In the final analysis, sustaining employment and 
preventing serious depressions is a matter of moving 
goods into consumption or use at a profit! (Profit is 
essential if a growing population is to be employed. 
Business profits and employment security are insep- 
arable. ) 

The specific selling job is to seek out idle money 
and induce it to use or consume production. 

Every sale means another work unit if the money 
product is kept working. 

The sale into consumption or use is the spark that 
gives power to the production machine—the selling 
forces are the dynamic element in the market. 

Our two-fold selling job is to bring higher ethics 
to the market place and to keep money working in 
order to keep machines working. 

Summarizing this diagnosis: to avoid another ser- 
ious depression in our complex, specialized and in- 
terdependent economy, our market must not only be 
“free’”—it must be dynamic and ethical. 

To bring this about will require an extraordinary 
selling job. 


EDITOR. 
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Sanvey Shows 


Farmers Need Correct Advice 


On 





Dairy Barn Insulation 


PROPERLY controlled temperature and humidity in this New Jersey dairy barn saved owner $289 in 
60 days compared to herd housed in drafty, poorly ventilated, inadequately insulated structure. 


ARMERS AS A group are 

familiar with the general idea 

of insulation but they are not well 

enough versed in the subject to 

insulate adequately their own dairy 
barns. 

This fact offers lumber and 
building products merchants im- 
mediate sales opportunities, ac- 
cording to information presented 
at the recent national meeting of 
the American Society of Agricul- 
tural Engineers in Chicago. 

A study just completed of 162 
of the better dairy barns in New 
Jersey shows “there is consider- 
able confusion in the minds of 
farmers as to what constitutes in- 
sulation and the various factors to 
be considered in its application,” 
H. E. Besley, Chairman of the Agri- 
cultural Engineering department, 
Rutgers university, reported. 
“Proper insulation and ventilation 
of dairy barns are generally in- 
adequate despite the fact that the 
need for these facilities have been 
stressed for years,” he said. 

Many of the farmers surveyed 
thought that sufficient insulation 
was provided by hay mows or paper 
tacked over barn walls. There had 
been some attempt to insulate 75 
percent of the wood frame barns 
surveyed. Practically none of their 
owners knew what constituted an 
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adequately insulated dairy barn. 
They had only a sketchy idea of 
how much insulation to use, the 
importance of a vapor barrier, or 
how ventilation and_ insulation 
must work as a team. 


INCREASED OUTPUT PAYS COST 

A FARMER can pay the cost 
of properly insulating and venti- 
lating a dairy barn out of increased 
milk production within two _ to 
three years. This was the conclu- 
sion of W. C. Krueger, extension 
agricultural engineer, Rutgers uni- 
versity (New Jersey State College 
of Agriculture), following a closely 
controlled test of two New Jersey 
dairy herds. One herd was housed 
in a barn insulated only by the hay 
mow and the other in an adequately 
insulated and ventilated barn. The 
60-day tests, made on a 26-cow 
basis, extended from February 12 
to April 13, 1947. 

It cost approximately $4.81 a 


day, or $289 over the 60-day test 
period, as a penalty for housing the 
animals in the drafty, poorly venti- 
lated, inadequately insulated struc- 
ture, the study revealed. 

Temperature levels, rate of tem- 
perature change, the relation of 
temperature and humidity, and the 
effect of draft and chilling on the 
cows housed in the poorly insulated 
structure adversely influenced their 
health and milk production to that 
extent. 

The adequately insulated and 
ventilated barn at the time of con- 
struction invested $455 in facilities 
for controlling temperature and hu- 
midity. Of this, $241 represented 
insulation and vapor sealing while 
$213 was spent for fans, thermo- 
stats, intakes and hardware. At 
today’s prices it would require $288 
to insulate and vapor seal and $225 
for ventilating equipment. 

Built in 1937 to replace a barn 








Herd Housed in Poorly Insulated Barn 
Ist 15 days 16,025 Ibs. $ 918.23* 
2nd 15 days 15,150 Ibs. 868.10 
3rd 15 days 14,580 Ibs. 835.43 
4th 15 days 12,880 Ibs. 738.02 
Total Income $3359.77 
*at $5.73 per 100 lbs. 
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lestroyed by lightning, the ade- 
iately insulated barn is a one- 
ry structure insulated in side 
walls and ceiling with mineral wood 
and mechanically ventilated by two 
‘hermostatically-controlled exhaust 


Improper housing of dairy herds lowers milk production, tests reveal. Cost 
of adequate insulation and ventilation can be paid with increased output. 





out the test, with the exception of 
condensation on windows, doors and 
foundation curb during two days 
of the test. 

The barn which had only the hay 
mow for insulation showed 24-hour 





Herd Housed in Adequately Insulated Barn 


| Ist 15 days 
| 2nd 15 days 
| 3rd 15 days 

4th 15 days 


Total Income 


9,750 Ibs. $ 558.68 
9,210 Ibs. 527.73 
9,755 Ibs. 558.96 
10,125 Ibs. 580.16 

$2225.53 








fans. The barn is sheathed inside 
and out with cement-asbestos board. 

The other is a typical better- 
than-average dairy barn with a hay 
mow above the animals and no in- 
sulation in the walls. It is like 
thousands of others in the principal 
milk producing areas of the country 

a partial bank barn, two-story, 
gable roofed, timber framed. The 
bank wall is of stone and the ex- 
terior of the remainder is sheathed 
with a single layer of boards. 

Ventilation was accomplished 
through windows and doors and 
construction leaks. The usual prac- 
tice extra cold nights was to shut 
the barn up tight, with hay and 
silo chutes the only air outlets. Even 
these were blocked with burlap 
bags on especially cold or windy 
nights. 

The Holstein herd housed in the 
poorly insulated and ventilated barn 
contained a greater number of pure- 
breds and, accordingly, the ani- 
mals were better individual pro- 
ducers than the herd housed in the 
adequately insulated and ventilated 
barn. The latter herd was composed 
of better grade Holsteins with only 
a few purebreds. How temperature 
and humidity conditions in the two 
barns affected the production of 
each herd was accurately analyzed 
by the test. 


ANALYZE INTERIOR CONDITIONS 


DURING the 60-day period the 
outdoor temperatures on_ both 
farms were quite comparable. The 
interior barn temperatures were a 
different story. Temperatures in the 
adequately insulated barn remained 
fairly uniform, changing slowly, 
never going below 43°F. Humidity 
ranged from 72 to 84 percent and 
the interior remained dry through- 
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variations in temperatures as much 
as 20 degrees, going from 38 to 58 
degrees. Humidities ranged from 
82 to 91 percent and condensation 
of moisture was heavy on the stone 
wall during most of the test period. 
After cold nights both walls and 
ceiling were wet with condensation 
and the first morning chore was to 
open doors and windows to air 
out the barn. Work under such con- 
ditions was not pleasant. 

Severe weather in previous years 
generally resulted in some of the 
animals housed in the barn getting 
sick and a general drop in herd pro- 
duction. The farmer had regarded 
this as unavoidable and a faetor to 
be taken for granted. During the 
time of the test the cold spell 
brought sickness as usual. But this 
time, in spite of the veterinarian’s 
efforts, the best producer was lost 
by pneumonia and arthritis. Eight 
other cows also were affected. Even 
though these recovered, production 
was off to the point where three of 
them had to be sold as unprofitable. 
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In spite of three cows freshening 
during the latter part of the test 
period, average production of the 
herd continued to decrease during 
the 60-day test, as shown by the 
record of quarterly milk production 
on the preceding page. Production 
was on a constant 26-cow basis as- 
animals that died or dried up were 
replaced. 
RECORDS COMPARED 


COMPOSED of animals lower in 
grade and individual milk produc- 
tion than the other herd, the herd 
housed in the adequately insulated 
and ventilated barn showed a slight 
drop with the first season of cold 
spell (as is the usual experience 
with dairy herds). However, in- 
stead of continuing to decline in 
production, this herd increased its 
output, as shown by its record. 

On the basis of maintaining a 
level of production for 60 days 
equal to the first 15-day period, 
this herd showed a drop in income 
of only $9.19 while the herd housed 
in the poorly insulated barn lost 
$313.15. 

The report concludes that in the 
case of these two herds “there is a 
net differential of nearly $289 in 
favor of stabling conditions favor- 
able to animal health. This figures 
approximately $4.81 a day as the 
penalty for housing animals in a 
drafty, uninsulated, poorly venti- 
lated barn.” 


Editor’s Note: Lumber and building 
products merchants who wish com- 
plete copies for their farm customers 
of the two reports mentioned above 
can secure them by writing to the 
Managing Editor, American Lumber- 
man and Building Products Merchan- 
diser. 





COST today: $288 to insulate and vapor seal; $225 for ventilating equipment. 














CO-OWNERS of the Fairview Lumb 





at the counter in the office; Dale Anarde, | ie. 
and Elmer Field, right. 


O ELMER FIELD and Dale 
Anarde, co-owners of Fair- 
view Lumber company, Inc., of 
Seattle, the word “integration” 
has two meanings. It means both 
integration for better merchandis- 
ing of all materials which go into 
a home, and integration for an effi- 
ciently functioning plant organiza- 
tion. In either sense, the word has 
spelled substantial increases in both 
sales volume (400 percent increase 
since 1943) and profits since the 
firm’s reorganization over four 
years ago. 

Established in 1928 as a feed 
store with lumber a none too profit- 
able sideline, ownership of the firm 
was acquired by former employee 
Dale Anarde in 1940. Further re- 
organization three years later 
brought in Elmer Field as the other 
principal stockholder and co-opera- 
tor with Anarde, of the growing 
firm. 





WALL display fixtures for builders’ hardware. 


Shelves at back for 
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for Better Merchandising 
for Efficient Plant Organization 


A three-point program of expansion of display area, 
promotion and plant facilities has increased volume 
400 percent in four years for Fairview Lumber company. 


Aggressive merchandising poli- 
cies inaugurated by Anarde and 
Field have increased sales volume 
from a total of $70,000 in 1943, 
to a present sales volume of ap- 
proximately $350,000. This, de- 
spite the fact that the firm is lo- 
cated in the Rainier valley district 
approximately six miles from Seat- 
tle’s central business district. 

This increase, operator Field 
points out, can be directly attrib- 
uted to initiation of a three-point 
program of expansion. That pro- 
gram involved modernization of the 
display area; promotional efforts 
to achieve the’ maximum results 
within the limits of the promotional 
budget; and expansion of existing 
plant facilities to accommodate the 
anticipated increase with the very 
minimum of handling expense. It 
also included installation of a small 
but complete woodworking shop. 

The single integrating idea be- 





warehousing replacement items. 


38 


January 17, 1948, AMERICAN LUMBERMAN & 


i & "POE SPRING PANTING 


hind the program as a whole, was 
the opportunity the owners per- 
ceived, of selling all materials 
which go into a home, from rough 
lumber to kitchen cabinets and even 
appliances. This works two ways, 
operator Field points out. 

First, by offering a complete 
building service to the contractor 
or prospective individual home 
builder, the lumber dealer offers 
the convenience of enabling the cus- 
tomer to do all his shopping in one 
place. This very persuasive selling 
point enables him to get jobs which 
would otherwise go to his competi- 


tors, thereby selling more lumber. 


Second, by selling related items 
such as hardware, paint, cabinet 
work, and electric appliances, he in- 
creases the sales total per indi- 
vidual sale. In some cases, the 
total may come to more than double 
the amount spent by customers on 
lumber alone. Field points out 


Att Ow 


PAINT department, also plumbers’ hardware on island and garden 
tools in wall display fixture. 
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that the lumber dealer is usually 
the first building materials dealer 
whom the prospective builder ap- 
proaches. This fact alone gives 
him a competitive edge over the 
hardware, paint, or appliance dealer 
in selling those items—provided 
he is equipped to service them prop- 
erly. 

Approximately 75 percent of the 
firm’s business is transacted with 
building contractors of new home 
construction. Consequently, though 
newspaper display advertising has 
been tried with some success, Field 
and Anarde have discovered that 
outside selling rather than adver- 
tising alone, brings the best re- 
turn on their promotional dollars. 
They employ one full-time salesman 
for this, in addition to the part- 
time selling activities of Field. 
Thus, they are able to concentrate 
promotional effort where it will do 
the most good—in the area of the 
most active home construction. 

Contractors, they have found, are 
as susceptible as individual home 
builders, to attractive, well-lighted, 
open displays of builders’ hardware, 
paints, and other items. Modern- 
ization of the display area two 
years ago involved approximately 
doubling the size of this area, re- 
painting the walls, and installing 
fluorescent lighting fixtures to elim- 
inate all dark corners. Display fix- 
tures made in the woodworking 
shop include open wall displays for 
tools and paints, and two display 
islands for electrical and plumbing 
items. Shelves built into the back 
of the wall display fixtures for 
builders’ tools give warehousing 
space for replacement items, as do 
the lower compartments in the dis- 
play island which holds plumbers’ 
hardware, 

Price is clearly marked on indi- 
vidual items, or on trays in which 


SALESMAN Don Hanson shows prospective home builder the model 
kitchen; kitchen appliances in foreground. 


MUILDING Propucts MERCHANDISER 





EXTERIOR of the Fairview Lumber company, Seattle. 


the smaller pieces of merchandise 
are placed. Two large display win- 
dows were installed in the front 
of the store, with low sills so that 
the entire interior is on display. 
Additional display area is planned 
at an early date. 

Approximately one-third of the 
display area is given over to the 
model kitchen and electric appli- 
ances. All woodwork of the kitchen 
was made in the woodworking shop, 
and is an effective salesman in pro- 
moting this part of the firm’s serv- 
ice. 

Sales of appliances in particular 
tie in nicely with the other services 
offered, with little additional pro- 
motional effort. These are usually 
sold directly to the contractor, or 
through him to the buyer of the 
house. 

Expansion of storage facilities 
and the woodworking shop was 
planned primarily with economy of 
handling and maintenance of ade- 
quate lumber stocks in mind. For 
this reason, storage sheds were 





LABOR saving fork lift truck allows storage of twice as much lumber 
as formerly and handles it faster. 












































built so each would be easily ac- 
cessible for loading and unloading 
from trucks. Two driveways were 
provided so that trucks can back 
right into the sheds from either 
the parking area or the lumber 
storage yard. Additional storage 
space was provided by construc- 
tion of a “mezzanine balcony” in 
the shed for windows, doors, and 
roofing. Enough space was left 
in the center for maneuvering the 
fork lift truck which facilitates 
handling. 


The convenient location of the 
two driveways also enables cabi- 
nets, window frames, door frames, 
and other products of the wood- 
working shop, to be loaded directly 
from the shop. The shop furnishes 
full-time employment to two me- 
chanics, plus one part-time em- 
ployee. Power tools including a 


table saw, jointer, band saw, shap- 
er, tenoner, mortiser, and three 
precision cut-off saws permit these 
skilled workmen to handle virtu- 
ally any assignment. 
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By R. AUSTIN STINE* 


Treasurer, Cumberland Cement & Supply 
company, Cumberland, Md. 
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THIS invoice copy serves the purpose and saves the work of an accounts receivable ledger entty. 


No Accounts Receivable Ledger 


Improved office equipment and systems that save time and cost 
find their way into more dealers’ offices each day. Here is the 
authentic case history of a Maryland building products merchant. 


OR MORE THAN four years 

we have been saving the ex- 
pense of maintaining an accounts 
receivable ledger. With the system 
we use we find that we have better 
control of our receivables, simpler 
aging of our accounts and more 
satisfactory customer relations than 
we had when we used a machine 
posted .accounts receivable ledger. 
We believe that we are saving 
time, money and effort by doing a 
better job. 

About four years ago we reached 
a point in our business growth 
where it was necessary either to re- 
place our bookkeeping machine or 
adopt a different method of han- 
dling accounts receivable. .We dis- 
cussed our problem with a tech- 
nician from a leading national office 
equipment and systems firm who 
suggested the use of our present 
simplified unit invoice accounting 
plan. 

Like others concerned with the 
successful operation of business, it 
had not occurred to us to make a 
critical examination of the neces- 
sity for accounts receivable ledgers. 
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Their utility as a means of ac- 
cumulating an orderly record of 
outstanding debits had been taken 
for granted. Our attention was di- 
rected to the fact that this ledger is 
a transcript of an already existing 
invoice copy. 

To save work, why couldn’t a 
copy of the existing invoice copy 
be made on a ledger sheet? 

Under the simplified unit invoice 
accounting plan we use, the invoice 
copies are filed in special panels 
and act as ledger entries. Strong 
kraft pockets! are mounted on the 
panels? and protected by trans- 
parent tips which permit the in- 
serted invoice copy to show the 


name of a debtor and a monthly... 


control signal.* These panels are 
housed in special safety trays* be- 
cause, next to bank deposits, ac- 
counts receivable are an important 
liquid asset. Their loss by fire would 
be serious. 


FIVE INVOICE COPIES MADE 


FIVE copies of each invoice, each 
copy on a different color paper that 
indicates purpose or destination, 


January 1 


are made under the simplified unit 
invoice accounting plan. The first 
copy goes to the customer as the 
actual invoice. The second is our 
sales distribution copy. The fourth 
and fifth copies are (a) the cus- 
tomer’s signed receipt returned by 
the truck driver and (b) the cus- 
tomer’s own copy for his receiving 
record. 

Under conventional accounting 
methods, the third copy customarily 
would go to the bookkeeping» ma- 
chine operator for posting to the 
accounts receivable ledger sheet. 
Under the simplified unit invoice 
accounting plan, this copy is 
dropped into the proper pocket, 
after it and the other copies for 
the day have been totalled and 
checked against the controls. A 
pocket is set up for each active cus- 
tomer. Miscellaneous pockets for 
less active customers are placed in 
alphabetical sequence among the 
active account pockets. As each in- 


(1) & (2) Kolect-A-Matic pockets a id 
panels, (3) Graph-A-Matie control signal, 
(4) Safe Ledger trays—products of Rein- 
ington Rand, Ine. 
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voice is stuffed into the proper 
pocket, the clerk glances at the 
control signal. This is either in 
the neutral position, which indi- 
cates a zero balance, or it is over 
some month. If it is over a month, 
nothing is done. If it is in the zero 
position, the clerk by a flick of the 
finger moves it over the current 
month to indicate there is an out- 
standing debit. There is no possi- 
bility of making a misposting which 
requires adjusting entries. The 
worst that can happen is for the 
invoice to be tucked into the pocket 
before or behind the proper one. 

A glance at the control signals 
shows immediately which accounts 
have outstanding balances and the 
age of the oldest outstanding in- 
voice. Without having to leaf 
through ledger sheets, delinquent 
accounts or those of any particular 
age can be picked out. Age distri- 
bution is analyzed rapidly. 

Taking trial balances is a simple 
matter as it involves only adding 
invoices in the pockets which show 
other than zero balances. This elim- 
inates looking at a posted figure on 
each ledger sheet to determine 
whether or not there is a zero bal- 
ance or a debit. 


HOW PAYMENTS ARE HANDLED 

WHEN payments are received, 
the procedure is equally simple. 
Each payment received is added on 
a tape to establish a control figure, 
then analyzed to determine if (1) 
it covers one invoice exactly or (2) 
it partially covers one invoice, leav- 
ing a balance, or (3) it covers 
more than one invoice, with or with- 
out a balance. 

If the check exactly covers an in- 
voice, the invoice is stamped paid 
and transferred to a vertical paid 
invoice file. If it covers several 
invoices, each is stamped paid and 
transferred. If, however, it is a 
partial payment or a payment suffi- 
cient to cover one or more invoices 
and part of another, a partial pay- 
ment slip is made out in duplicate 
showing the invoice to which the 
partial payment applies. The orig- 
inal is attached to the invoice, the 
invoice replaced in the pocket and 
the duplicate put in the paid invoice 
file 

As payments are “posted” by re- 
moving invoices from the pockets, 
‘the control signals are reset. If 
the payment received creates a 


zero balance, the signal is moved 
vack to the neutral position. If it 
imply offsets one or more of the 
clder invoices, it is moved up to the 
month of the oldest outstanding or 
remaining invoice. 
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The following factors have had 
a bearing on the successful opera- 
tion of this plan: ‘ 

1. The necessary equipment 
needed required an expenditure of 
only 20 to 25 percent compared to 
the purchase of new bookkeeping 
machine equipment. 

2. The equipment required no 
servicing, saving the cost of a ma- 
chine service contract. 

3. A skilled bookkeeping ma- 
chine operator is not necessary. 
Fewer clerical hours a month are 
required as are needed to post a 
machine posted ledger. 

4. We find it more accurate to 
make statements from the ledger 
copies than from items posted on a 
ledger sheet. There is a saving of 
time also. Statements of accounts 
are made in duplicate, the original 
going to the customer and the copy 
filed in the account pocket. A few 
of our contractor customers make 
many purchases during the period 
of a month. Rather than use a large 
number of pockets for one account, 
we believe we have found a simpler 
way. We file the copy of monthly 
statement of account in the proper 
pocket and remove the ledger copies 
to a tray in our office safe. 

The only time it has been found 
necessary to take a trial balance 
of the accounts receivable is at the 
end of each month when we make 
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up the monthly statements of ac- 
counts. The totals shown on the 
monthly statements are added and 
compared with the control account. 
There has been no difficulty in keep- 
ing the accounts receivable in bal- 
ance with the control account. 

The system saves time in the 
office looking up invoices for cus- 
tomers, making copies of lost in- 
voices and furnishing additional 
copies of invoices when a contractor 
customer decides after a job has 
started that invoices will be needed 
in duplicate or triplicate. Under 
the old system it was necessary to 
go to the ledger, find the account, 
find the item on the ledger sheet, 
find the ledger copies of the in- 
voices for that particular posting, 
and then find the particular invoice 
in the pack of ledger copies. 

Many of our customers come to 
the office to pay their accounts, 
scme without their invoices or 
statement of account. It is ex- 
tremely rare that a customer 
questions an account when we are 
able to show him immediately every 
item, what it is for, where it was 
delivered, what job and at what 
price. 

Our regular invoice form is used 
for handling materials returned, 
price adjustments, etc. “CREDIT 
MEMORANDUM” is rubber 
stamped on all five copies. 


LEDGER COPY 
CEMENT & SUPPLY CO. 


CUMBERLAND 
MANUFACTURERS SAND AND STONE ¢ _ CONCRETE & CINDER BLOCKS 


MARYLAND - 


OFFICE AND WAREHOUSE REAR 419 N. CENTRE STREET @ TELEPHONE 2575 
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CONTROL signals visually show age of accounts. 





Invoices are rapidly filed and available for 


quick reference. 
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LEBANON, Ind., is headquarters for the 13-yard Metzger organization. 
Administrative and wholesale company offices are housed in the 
building on the far right. 





ENTRANCE to the Rushville yard showing Manager Roy Mitchell 


at right. 





EFFECTIVE use of exterior building advertising on Zionsville, above, 
and Delphi, below, store fronts. 








Metzger of Indiana... 


Building a $20,000 Investment 
Into $2,000,000 Sales Volume 


Master Merchant Roy Metzger stresses 
“Serve the customer as you would like 
to be served” and develop high-caliber 
personnel in aggressive organization. 


og RTs -PIVE YEARS AGO Roy Metzger, a 28- 
year old lawyer employed in the legal depart- 
ment of a bank, was assigned the task of disposing 
of a Lebanon, Ind., lumber yard that had gone into 
receivership. 

“T didn’t know cypress from white pine, but getting 
the yard out of the red challenged me to the extent 
that I borrowed $20,000 and bought it.’”’ Which is the 
way Master Merchant Metzger explains his entry into 
the lumber and building products merchandising field. 

How thoroughly he went about learning the business 
is apparent today in the productive farm area of cen- 
tral Indiana where total sales of the 13-yard Metzger 
Lumber and Coal company reached an_ estimated 
$2,000,000 this past year. 

Metzger yards at Lebanon, Darlington, Burrows 
(Burrows Lumber company), Delphi, Advance, (Ad- 
vance Lumber company ), Greencastle, Kingman, Otter- 
bein, Rushville, Mays (Mays Lumber company), Spen- 
cer, Zionsville and Fowler, Ind., sold about 55 percent 
of their products and services to farm customers, 25 
percent to towns people, 10 per cent to industrial and 
commercial users and 10 percent to contractors and 
operative builders. 

From headquarters at Lebanon, President Roy Metz- 
ger, General Manager Robert J. McCutchan and Sales 
Manager Fred Donaldson direct an organization that 
handles everything from furniture to shingles, will 
design a house as well as provide the material for it, 
and is currently gaining experience in package selling 
at its smaller yards to see if it can be applied to the 
larger ones. 

Packaged farm structures, including complete barns, 
have helped build the large farm volume noted above. 
Packaged residential and commercial construction are 
regarded as the most likely areas for future sales 
expansion. General Manager McCutchan calls atten- 
tion to the fact that “the dealer engineers the whole 
job, yet he only sells about $3,000 worth of materials 
for a $10,000 house.” 

Several factors account for the success of the com- 
pany. First, there is a noticeable effort to give the 
customer the benefit of experience and to have him 
buy quality. Behind this stands the firm conviction 
of Mr. Metzger that “the customer will forget’ price, 
but he will never forget quality.” In the company’s 
opinion, the master stroke of merchandising is to keep 
the customers you have. 

“We try to train our people to serve the customer 
as they themselves would like to be served,” Mr. 
Metzger points out. “We are in a position to help the 
customer by passing along our judgment and expe- 


January 17, 19048, AMERICAN LUMBERMAN ¢7 





A A TNR ots 


Bi i oO 


} 
4 


3 
4 















rienc 
is ho 


DE 
by th 
retail 
its st: 
drive 
the a) 
to ass 

Th 
is me 
agers 
the } 
Heat! 
35-ye: 
it wa 
that | 
latter 
cialis 
count 
to liv 

Con 


sonne 
agers 
cent 
sold 
shari 
pract 





























































ent 
me 


ke 


er 


a 28- 
2part- 
osing 
» into 


atting 
xtent 
is the 
y into 
field. 
siness 
f cen- 
2tzger 
mated 


rrows 

( Ad- 
Otter- 
Spen- 
ercent 
rs, 25 
al and 
s and 


Metz- 
Sales 
n that 
will 
for it, 
selling 
to the 


barns, 
above. 
on are 

sales 
atten- 
whole 
terials 


2 com- 
ve the 
e him 
yvietion 
price, 
pany’s 
o keep 


stomer 
ar. 
Ip the 

expe- 


TAN cr 





rience. ‘It’s your money, but this is our experience,’ 
is how we approach him.” 
‘ MASTER MERCHANTS OF THE LIGHT 




















PERSONNEL RELATIONS CONSTRUCTION INDUSTRY 
DEVELOPMENT of employees is closely followed fle feed sch oT abst, Ti 
by the head of the company for he believes that a erdhontien talere Gave etches ofl be 9 corms of 
» retail organization is only as good as the caliber of cool st been tte oats tame elon 
| its staff. New employees generally are started as truck —° 
drivers or bookkeepers. If they show promise and | 
the aptitude for learning and work, they are advanced | 


to assistant yard manager and then to manager. 
The success of the management’s employee relations 
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is measured by the fact that a number of yard man- In the past two years nine of the company’s younger 
agers and other employees have been associated with men have been sent to the 30-day retail lumber short 
the Metzger organization for over 20 years. John course at Purdue university. Arrangements are now 
Heatherington, manager of the Lebanon yard, is a being made to give those with managerial ability a 
35-year veteran. He was employed at the yard when course in architectural drafting. 
it was bought and Mr. Metzger is the first to mention 
that he actually learned the business from him. The ARCHITECTURAL SERVICE 
latter is part owner of the Lebanon yard and a spe- SALES Manager Donaldson is the company archi- 
cialist in farm sales. “There is not a farm in Boone tect. When a prospect wants other than a stock plan 
county that John hasn’t helped to make a better place house, the yard manager arranges a meeting with the 
to live,” is the way Roy Metzger puts it. company architect. A lot is decided upon, an archi- 
Consideration and incentive are key factors in per- tectural rough sketch prepared, financing determined 
sonnel dealings. A number of the older yard man- and a contractor selected. Metzger believes that it 
agers are given an opportunity to buy a 15 to 20 per- is the dealer’s responsibility to see that the buyer 
cent interest in the yard on the basis that it will be deals with a reputable contractor and the company 
sold back to the company when they retire. Profit does not hesitate to recommend one contractor over 
sharing is being tried experimentally and if it proves another. 
practical it will be applied to all yards. By knowing what each yard has in stock and speci- 











RAILROAD siding runs completely through large 100x200 foot storage shed at Delphi. above left, and 
4 perallells yard at Mays, above right. Gravity conveyors, below left, are used extensively by the 
5 Metzger yards. Neatly stacked lumber bins, below right, at Rushville. 
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FRED DONALDSON, salesmanager, uses the 
drawing board to work a customer's idea 
into a house plan. 
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GRADUATES of 30-day training courses, these 

ex-Gl's, Paul Weitzel (left) and Kenneth 

Wray, are being schooled in the Metzger 
tradition at the firm’s Zionville yard. 


fying accordingly, Donaldson esti- 
mates that the company can save 
the customer at least $300 a house 
in material and equipment alone, 
compared to products specified by 
an independent architect. This 


GIFFORD BLACK, manager of the Greencastle 
yard, 


control of the specifications also 
allows Metzger to pass along to the 
customer the saving arising out of 
the quantity buying of higher-than- 
average quality products. 

Advertising and public relations 
functions of the company are also 
under the direction of the sales 
manager. Donaldson’s experience 
in the latter field was considerably 
broadened during the past war 
when he served as a colonel in the 
public relations department of the 
army. 

Metzger advertising is based on 
four mediums: (1) direct mail, (2) 
newspaper, (3) radio and (4) out- 
door display — including billboard 
and building exteriors. 

The Rural Route Rulletin, a one- 
page flyer, is mailed regularly to 
20,000 box holders on 14 rural 
routes in 15 different counties. 
Printed on letter-size yellow stock, 
the publication is folded to envelope 
dimensions, the outside fold carry- 
ing the stamped postage permit, 
return address of the company and 
the printed words “‘R.R. Boxholder, 


THREE Metzger yards produce millwork. Others are well equipped with small woodworking machinery. 


URBAN WEITZEL, right, yard manager of 
the Zionsville yard. 


Local,’ allowing the office staff at 
each yard to fill in the consecutive 
numbers of the boxes and each 
rural route and the local route 
number. 

While all yards mail out the same 
bulletin, the publication is localized 
by printing the name, address and 
telephone number of the yard from 
which it is mailed in large type 
across the bottom of the adver- 
tising page. 

The most recent issue emphasized 
the return of hard-to-get merchan- 
dise. Below the headline “Items 
Now In Stock!” are copy and draw- 
ings featuring red barn paint, 
bronze screen wire, galvanized steel 
fencing wire, poultry netting, barb 
wire, brace wire, steel fence posts, 
white pine window and door fram- 
ing, ladders (step, plain and exten- 
sion) and asphalt shingles, roll 
roofing and roll brick siding. 

Scheduling of local newspaper 
advertising and the choice of mer- 
chandise to spotlight are the indi- 
vidual responsibility of each yard 
manager. Donaldson sees that the 


At the left is a hog house under construction; portable farm structures are large volume items at alf 


yards. Center, the woodworking shop at Delphi. Right, drilling storm sash parts at Zionsville. 
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manigers are supplied with adver- 
tising mats and copy for a variety 
of products. 

RADIO advertising is built 
around a 15-minute’ news program 
over station WASK in LaFayette. 
This station has a large farm-audi- 
ence for LaFayette is the home of 
Purdue university, a leading ‘agri- 
cultural school. Practically ;all of 


| <the spot announcements are slanted 
| <specifically to create sales at the 
| .Otterbein yard—the only Metzger 
» “tore handling both appliances and 
“furniture (three yards handle ap- 
| ‘pliances, four handle plumbing and 
| “heating 


equipment) —— located 18 





‘TEST section for roofing. This garage canopy 

is used to show Metzger customers the ap- 

pearance and comparative performance of 
various types of roofing shingles. 


miles northwest of LaFayette. 
Brief commercial announcements 
are spotted throughout the 7 to 
7:15 a.m. newscast. 3 

sillboard and other outdoor ad- 
vertising is distinguished by the 
use of a standardized red, yellow, 
green, black and white color com- 
bination. 

The company consciously culti- 
vates good public relations. Officers 
of the firm are popular speakers at 
civic club meetings throughout 
that section of the state. Employ- 
ees are encouraged to take part in 
local community activities. Of all 
his civic duties, Mr. Metzger expe- 
rienced the greatest sense of ac- 
complishment in having helped 
Lebanon’s Witham Hospital reach 
its present high ranking as a med- 
ical care institution. He served for 
eight years on the hospital’s board 
of trustees. 

A past president of the Indiana 
Lumber and Builders’ Supply asso- 
ciation, Master Merchant. Metzger 
member of President 
Hoover’s American Lumber Stand- 
ards committee and today is con- 
stantly working to develop better 
farm building design (he has his 
own dairy farm). He receives per- 
sonal satisfaction in seeing others 
reach their goal. Former Metzger 
yard managers who have gone into 
business for themselves do not hesi- 
tate to seek his advice. 


Was a 


7 Collection 
CONTEST THAT WORKS 
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RE YOU WORRIED about the 

age and amount of accounts 
on your books? National trends 
show that collections in all lines of 
business have been slowing up dur- 
ing the past 18 months. 

Here’s what General Manager 
R. J. McCutchan of the Metzger 
Lumber and Coal company has been 
doing about this problem. A year 
ago last October he put an inter- 
organization collection contest into 
operation. 

The total amount of accounts re- 
ceivable on hand at each of the 13 
Metzger yards as of Oct. 1 was 
used as the starting point. 

If the yard could reduce this 
total 65 percent in four months 
(by Feb. 1), it could win a $300 
bonus to be divided equally among 
all employees concerned with sales 
—including office and store person- 
nel and truck drivers. If the yard 
lowered the amount on its books by 
75 percent, it qualified for a $500 
bonus. 

What were the results? 

Eight of the 13 yards hit the 
65 percent quota and seven of those 
eight reached the 75 percent quota. 
The best performance was turned 
in by a yard that: had $35,276.30 
on its books at the start of the 
contest and cut this to $1,757.29 
four months later. The remaining 
amount represented approximately 
114 days business, for the yard had 
$332,819.01 gross sales in 1946. 

The company’s second annual col- 
lection contest is now underway 
and preliminary results to date are 
equally impressive. 


PERSONAL INSTRUCTION GIVEN 


THE contest was not merely an- 
nounced and started with the idea 
that the incentive offered would 
in itself be enough to stimulate 
action. McCutchan explained the 
plan in person to members of the 
staff at each yard. He instructed 
sales personnel on how to guide 
the customer into a~cash sale by 
using leading questios like, “You 
wanted to pay cash for this didn’t 
you?” 

The yard manager and his staff 
were shown how they could hit 
both quotas by: 

1. Tightening up on credit sales 
—getting cash in all possible cases. 

2. Dividing up outstanding ac- 
counts and making each employee 
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ROBERT J. McCUTCHAN, general manager, 

is a graduate of DePaul university, the 

NRLDA Merchandising institute and the 
J-M Guild. 


responsible for calling on and fol- 
lowing up a certain number. 


Truck drivers were schooled in 
collections and credit. McCutchan 
took each one along on several calls 
and demonstrated the approach and 
follow up. The need for obtaining 
security on some sales was em- 
phasized, McCutchan explaining to 
both the customer and the truck 
driver that banks are reluctant to 
give credit on open ledger accounts 
and that a note establishes the ex- 
istance of an account in case the 
purchaser dies. As a general rule, 
yard managers were instructed to 
obtain notes on any purchase over 
$100. 


CASH SALE CONSCIOUS 


COLLECTIONS involving legal 
action were first handled by the 
yard manager or his assistant. If 
they were unsuccessful, the ac- 
count was turned over to the com- 
pany’s administrative office at Le- 
banon where the facts were ex- 
amined to determine if a mechanic’s 
lein should be sought. 

How enthusiastically the yard 
force entered into this contest can 
be judged by the fact that some 
employees even took personal notes 
from customers who were trusted 
friends and paid the account them- 
selves. The competition served to 
make every employee more con- 
scious of the importance of cash 
sales. ' 
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Use of unit prices developed by contractors overcomes 

resistance, develops mutual trust and establishes lumber and 

building products store as headquarters for the local light 
construction activity. 


EVERY material that goes into a home from foundation to roof must be considered when estimating 


package pricing 


Get Ready for Package Pricing By 
Holding Dealer-Contractor Meeting 


EDITOR'S NOTE: So that dealers are in the best position to utilize fully 
the valuable information in AL&BPM's forthcoming estimating ad super- 
vision series, Technical Consultant Gus Meissner outlines in this issue a 
plan for reaching an agreement with contractor's on unit estimates for 
package pricing by the lumber and building products merchant; also 
factors to consider in arriving at "package" unit prices. 

Site selection, location of the house on the lot, elevation, ground 
clearance, excavating, foundation problems and water and damp proof- 
ing will be discussed in the next issue of AL&BPM (Jan. 31). Parallel to 
this will be an article covering estimating problems concerned with the - 


above phases of house construction. 


FEW LUMBER and _ building 

products merchants have the 
time to devote intensive detailed 
study to the problem of develop- 
ing package prices for new homes 
or structural improvements. Nor 
do most dealers have in their or- 
ganizations any one person who 
combines all the necessary qualifi- 
cations required to develop sound 
material and labor package esti- 
mates, 

Even if the dealer should have 
such a qualified and capable man, 
there is still one obstacle—his con- 
tractor customer. The above ob- 
stacle arises when the dealer does 
not have his own contract depart- 
ment. 

The contractor is, as a general 
rule, suspicious of any ready-made 
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prices—whether the dealer or any- 
one else develops them. The con- 
tractor prefers his own. He will 
not accept any other prices until he 
has had time to prove them to him- 
self. 

While the contractor’s prices may 
not be accurate (many of his fig- 
ures are based on comparisons with 
previous work done or on guess 
work), package pricing by the lum- 
ber and building material merchant 
will hit a snag unless the horse is 
put before the cart and the con- 
tractor is permitted to develop 
package prices for the dealer. 

Several benefits are gained by let- 
ting the contractor do all of the 
painful detailed estimating: 

1. The building products mer- 
chant gets off to a quick start to- 


ward making the package sale. The 
contractor readily accepts the esti- 
mate he had developed himself. 
There is no contractor resistance. 

2. The contractor will join en- 
thusiastically in the combined ef- 
fort to increase both his and the 
dealer’s sales because he is satisfied 
that the prices offer a fair profit. 


3. A basis of mutual trust and 
confidence will be established. 

The last benefit, is a highly im- 
portant one. Neither the building 
products merchant or the contractor 
can live alone. The dealer needs 
the trust, confidence and support 
of his associate contractor custom- 
ers. The contractor, in turn, needs 
a dependable, friendly source for 
materials, business advice, counsel, 
aid and, above all, credit. He needs 
prompt emergency service on (e- 
liveries. 

AIM: GREATER SERVICE 


WORKING hand in hand they 
can accomplish much to properly 
organize the local light construction 
industry for greater consumer 
service by converting the dealer’s 
office and yard into the logical 
headquarters for building. 

The first step that must be made 
to obtain such mutual cooperation 
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SOMETIMES, you haven't a 
ghost of a chance to collect bills that are on 
your books. Don't run that risk! Don’t tie up 
huge sums in open book accounts. Sell for 
“Nothing down, easy monthly payments” with 
Allied Building Credits, Inc. Every ABC time 
payment sale is a cash sale for you. You 
escape the headaches of making collections 
and passing on credit. 


If the customer dies before his debt is paid, 


DEPT. C, 








.-by heavy 
open-book 
accounts ? 


PN oh @amolUl Colston cael | hareolsle-1 Mit imm Coll Loh Z-W of-1-14) 
paid, but if the sale had been on your books, 
you would have to be a Shylock or stand 
the loss. ABC’s Free Budget Payment Protec- 
tion Plan absolutely cancels all remaining 


payments should the note-maker die! 


Yes, the ABC Plan is a great sales tool for 
you. It's a down-to-earth way to extend 
credit — and eliminate the extra bookkeep- 


Tate elite Mmatct>Qelelaal-1 kel me) o1-1sta olele) ame laee lili e 


ALLIED BUILDING CREDITS, INC. 
3109 WILSHIRE BLVD. 


Complete instalment note and mortgage services for the building industry 


LOS ANGELES 5, CALIF. 


Nationwide services; offices in principal cities. 



























































































is for the dealer to prepare a list of 
units on which both material and 
labor prices are needed. These 
should be divided by crafts such as 
mason, carpenter, plumber, etc. 
Questionnaires that the dealer can 
send to his contractor associates in 
order to develop unit prices for his 
local market will be presented in 
future articles. 

The soundness of this approach 
is obvious when it is considered 
that unit prices will be requested 
of not one but all contractor cus- 
tomers. Each contractor, conscious 
of his competitor’s participation, 
is inclined to be more careful and 
accurate than when making an or- 
dinary estimate. 

While both material prices and 
hourly labor rates may increase or 
decrease, it is possible to use flexi- 
ble, simple, convenient methods of 
sale price- adjustment. As _ con- 
tractors are fully conversant with 
local code and FHA requirements, 
the dealer is relieved from worry 
on those points. 

The second step, then, is to hold 
a general meeting with contractors 
and members of the dealer’s organ- 
ization. This should be held in the 
evening or any other time when 
all can attend. (Such a meeting 
is in no way to be construed as an 
attempt to restrain trade but, 
rather, as a constructive effort to 
serve consumers better.) 


PRE-PLAN THE PROGRAM 


AFTER everyone in attendance 
has been introduced, the meeting 
can be opened by the dealer. He 
should have his program well pre- 
pared in advance and he should 
move through the following points 
in orderly fashion with a minimum 
of detail. 

1. Current and future demands 
for additional shelter. 

2. Helpless position of the aver- 
age customer who wants to build a 
new house or remodel but does not 
know where or how to begin. 

3. Increasing inroads being 
made in the local light construction 
market by outside factors. 

4. Why local construction activi- 
ties and sales should remain at 
home. 


5. Why the customer can be best 
served by dealing with local reli- 
able contractors who obtain their 
materials from local dealers who 
stand behind their products, assur- 
ing integrity after the sale has 
been made. : 

6. The urgent need for; package 
pricing. How the dealergand the 
contractor can work togéther to 


nh 
ve 
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serve the construction-buying pub- 


_lic most effectively. 


After covering the above points, 
the dealer «should distribute the 
unit price ‘questionnaires to both 
individual crafts and the general 
contractors. If the dealer has any 
plan or project books, he also 
should distribute these and request 
prices from the contractors (either 
on the whole structure, as in the 
case of general contractors, or for 
the separate craft portions, in the 
case of contractors who handle that 
trade). 

Request an early completion of 
the unit price sheets and set a dead- 
line on their return. 

After they have been returned 
to the dealer, he should tabulate 
the results, discarding the extreme 
highs and lows and arriving at a 





used and studs 
inches on centers. 

After collecting the folded ‘slips, 
the dealer invited the contractor 
who originally spoke out to come 
to the platform, gave him the slips 
and asked him to eall out the fig- 
ures as the sheets of paper were 
opened. The figures were placed 
on a blackboard without identifying 
the contractors who wrote them. 

The result: 20 different figures, 
varying from a low of 45 minutes 
to a high of six hours! 

After this convincing demonstra- 
tion, the speaker analyzed the work 
operations and obtained joint ac- 
ceptance of 3 hours and 20 minutes. 

Do not depend on the price of 
one or two contractors. Get as 
many as possible to participate. 

The dealer as well as the con- 


were placed 16 





MEETINGS with contractors to help develop package pricing will guard against contractor 
resistance and will encourage the contractor to cooperate with you in pushing package sales. 


median figure. This examination 
and evaluation of submitted prices 
is of extreme importance, as is the 
arrival at an average or median 
figure. This median can be sub- 
mitted at the next meeting for the 
acceptance of all contractors con- 
cerned. 
PROOF BY EXAMPLE 

IN ONE case the acceptance of 
an average figure was helped by the 
following incident: 

At a small meeting of 20 carpen- 
ter contractors, the dealer stressed 
the need for sound estimating. One 
contractor commented that he had 
been in business over 20 years and 
knew what he was doing. Several 
other contractors joined him. 

The dealer calmly gave each con- 
tractor a folded sheet of paper and 
asked those present to write down 
(without consulting their neigh- 
bors) how long it would take to 
build a 2x4 inch partition in an 
existing basement. The partition 
was 20 feet wide and seven feet 
high with one two foot 6 inch by 
six foot 8 inch door opening. A 
single top and bottom plate was 


tractor is in search of the right 
price. 

If the price is too low, the con- 
tractor will lose. | 

If the price is too high, the cus- 
tomer will not buy. 


FACTORS TO CONSIDER 


IN CONSIDERING how to esti- 
mate “package” unit prices simpl) 
-and accurately, the following fac- 
tors should be studied: 

Foundation—which may be eithe: 
full basement, half basement, pier 
or slab construction. Exterior walls 
—either wood siding, shingles, 
stucco or brick or stone veneer: 
solid masonry which may consist 
of brick, tile, concrete, concrete or 
cement block or stone. Floors—in- 
cludes josts, subfloors, finish floor 
of various types such as hardwood, 
softwood, linoleum, asphalt or rub- 
ber tile. Interior walls or parti- 
tions—which may be finished in 
several ways. 

Roofs—which include _ rafters, 
roof boards and roof surface; thes¢« 
may be wood, asphalt, slate, tile. 
asbestos shingles; or metal such as 
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THE EASY-Y -SELL, 
QUALITY 
TILEBOARD 














Inexpensive! Beautiful! Enduring! Here’s reason why Prestile is the popular 
tileboard for remodeling or new construction. It’s panel-size— easy to install 
—easy to clean. Wide range of glistening pastel colors are baked-in by a 
special process for permanency —offers customers unlimited decorating effects! 


ti Write today for details and prices. 
estl 


= 5 9 Color Combinations 

e WHITE with black or red score lines 

e PEACH with white score lines 

allie ¢ BLUE with white score lines 

gles, | e GREEN with white score lines 

eer: / e IVORY with white or black score lines 
rsist e YELLOW with white or black score lines 





5 Popular Patterns 


e 4-inch square — Regular tileboard 


thei e 8-inch square— Large tileboard 


ple e 4-inch Streamline — parallel lines 


e 8-inch Streamline— parallel lines 
e Plain—unscored colored panels 


e ol 
—in 
flooi 


Quickly Installed Over 


e ORCHID with white score lines 
e RED with white score lines 
e BLACK with red score lines 


Prestile line also includes: Black Cap 
and Base Mouldings, Stainless Metal 
Mouldings, Prestile Waterproof Cement. 


e PLAIN — unscored in all colors. 


ae New and Old Walls 


arti- s 7 
1 in §& , » 

: Prestile is the Known Brand of National Prestige! 
ters, : Nationally Advertised in Better Homes & Gardens, American Home, House & XT 


ches¢ Garden, Small Homes Guide, Architectural Forum, American Builder, Progressive MANUFACTURING COMPANY 
tile p Architecture, Practical Builder, American Lumberman and other leading magazines. 


*h as 2860 LINCOLN AVE., CHICAGO 13, ILL. 
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tin or aluminum. Plaster or plaster 
base—plaster may be either one 
coat, two-coat or three-coat work 
in a variety of finishes. Plaster 
base may be wood lath, gypsum lath, 
expanded metal, metal fabric, in- 
sulating board or woven metal 
mesh. 

Frames—these include windows, 
doors and garage door frames with 
their many variables; for example 
casement, brick, double hung with 
sash weight pockets or sash bal- 


ances for windows; for doors, 
either rabbeted or plain frames 
both for exterior and _ interior, 


whether the dealer supplies them 
k.d. or assembled. In addition, there 
are metal frames for basements, 


casements, etc., either in steel, 
bronze or aluminum. 
Doors, sash, shutters and en- 


trances—the several variables for 
doors consist of design, thickness, 
size, kind of wood—whether glazed 
or unglazed—whether front, rear 
or side—French or casement; in- 
terior, panel, slab or batten type. 
Sash may be double hung with 
single or divided light or casement 
in various sizes, either grooved for 
sash weights and pulley or sash 
balances. Entrances may be either 
assembled with door, side lights 
and fan lights matched and ready 
for fitting or entrance frame may 
be k.d: (this applies to garage doors 
and frames). Garage doors may 
swing, slide or be the overhead type, 
either single or multiple section. 
Shutters or blinds may be slat, 
panel or batten type. 

Exterior millwork—this includes 
cornice, water table, pilasters, 
columns, porch railing, brackets, 
flower boxes. 

Interior millwork—includes base, 
door, window trim and mouldings; 
these may include picture, cove, 
chair rail, hook strips, closet, shelf 
supports, etc. Both the design and 
kind of wood will affect the unit 
price. : 

Cabinets—these consist of wall 
and counter units for kitchen and 
pantry or laundry, either custom 
built or of unit construction and 
either wood or metal. Medicine 
cabinets should be included in this 
group. Mantels—may consist of a 
single or built up shelf or a com- 
plete prefabricated unit designed 
for architectural period conformity. 
Stairs—this most important unit 
often determines layout and room 
arrangement. Wood paneling—- 
may be either veneer or solid wood 
—cypress, knotty pine, oak, etc. 

Hardware—rough and _finish— 
including garage doors of several 
types, outside door, entrance, rear 
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and side doors; interior, standard, 
closet, bathroom, etc.; window fast- 
eners, sash lifts, cupboard and cabi- 
net catches, drawpulls, hooks, etc. 
Fireplace fitments—include angle 
irons, dome dampers, cleanout 
doors ash dumps, heat circulator 
fireplace forms, etc. 

Concrete—floors, walks and 
driveways. Tile work in kitchens, 
bathrooms, etc. Stone flagging, 
porch floors, walks, ete. 

The major divisions above em- 
braces the work which is ordinarily 
done by the carpenter, mason, con- 
crete and tile dealer contractor. 
In the development of this group 
of unit prices, the retail dealer 
can and should join in this effort 
by giving each contractor such ma- 
terials prices as he has available 
for those items included in the unit. 
Such a price list should be based 
on a standard which will conform 
to the dealer’s “over-the-counter” 
retail prices as many of the items 
will be employed in structural im- 
provements where the quantities 
ordered are limited and the deal- 
er’s delivery and handling charges 
increase. 


ARRANGE QUANTITY DISCOUNT 

AN APPROPRIATE quantity 
discount should be arranged be- 
tween the dealer and the contractor. 
Perhaps a continuance of any pres- 
ently existing policy would be most 
satisfactory. Of course each of you 
will not require this entire series of 
unit prices. Depending upon your 
local market customs and the most 
specifications which will 
comply with both local code and 
minimum FHA regulations, you 
will want to trim these unit price 
requests to fit your package needs. 

As we print these lists, you will 
either delete, add or revise them, 
having your typist make sufficient 
copies (on your stationery) to fit 
your locality. This policy should 
apply to materials as well as speci- 
fications. We should never lose 
sight of our primary objective: to 
build a simple pricing machine 
which will apply and work in YOUR 
MARKET. 

Related Trades Unit Pricing: 
After the primary unit price re- 
quirements, as outlined above, have 
been released to your contractors, 
there remains an analysis of the 
related trades from which contrac- 
tors may or may not secure all of 
their supplies from the dealer. 

These include: clearing the site— 
excavation and grading; rough and 
finish plumbing; heating; sheet 
metal—ducts, roofing, gutters, down 
spouts, flashing, etc.; electrical 
work; painting and decorating. 


All of these related crafts will be 
broken down into units so that con- 
tractors can provide whole-house 
job estimates for you. At the same 
time these crafts will be analyzed to 
determine to what extent unit pack- 
age pricing may be developed. 

Below are some important con- 
siderations: 

1. Make the package priciny 
units easy for the contractor to fig- 
ure and understand. 

2. Make them easy to assemble 
by the dealer’s staff for any size 
plan. 

3. Develop a simple, yet ac- 
curate method of plan “take off” so 
that the dealer’s staff may quick], 
arrive at the number or quantity 
of the pre-price units. 

4. Provide the essential flexibil- 
ity required to meet the custom- 
er’s change in specifications, as 
from softwood flooring to hard- 
wood, ete. 

5. Provide the necessary flexibil- 
ity so that dealer or contractor can 
make adjustments quickly for 
changes in material prices or labor 
rates. 

6. Prepare the units on material 
and labor quantities so that when 
the package is finally assembled it 
will produce a practical, usable bill 
of material; also a total of labor 
hours required. 


ESTIMATING PROCEDURE 


FIRMLY established terms of 
the trade will be used throughout 
this series. Certain units, dimen- 
sions, sizes and terms have been 
established by custom. 

Lumber and boards are usually 
priced per 1,000 square feet, ac- 
cording to lengths and grades. 

Millwork, such as moldings, base, 
etc., by linear foot according to 
size. 

Frames by size, type, thickness— 
whether built up or k.d. 

Brick, by the square foot of wall 
or per 1,000. 

Concrete, by the cubic yard or 
cubic foot or linear foot or square 
foot, depending on where it is 
placed. 

Plaster by the square yard or 
100 square feet. 

Roofing, siding, shingles, etc., by 
the “square.” . 

Subsequently, we will develop the 
various units for your contractor to 
estimate and return to you, so that 
a master estimating manual may 
be assembled. In this connection it 
is important that every sheet be 
dated so that when revisions occur 
the original sheet may be removed 
and filéd with a notation on it show- 
ing when it was superseded. 
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When you’re buying kitchens... 


OTHER YOUNGSTOWN 


FEATURES 


Easy installation 


Sold everywhere 


Easy handling 


Top quality 


Low cost 


Modern styling 
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Wide selection* counts 








WHETHER you're building apartments or houses, the wide selection of Youngstown 
Kitchen units will simplify your kitchen installations, help to lower your build- 
ing costs. 


Youngstown offers you the widest selection of sizes and styles in factory-fabri- 
cated kitchen units. 


The nearly endless combinations of Youngstown Kitchenaider cabinet sinks and 
varied sizes and types of wall and base cabinets, let you install inviting kitchens 
... kitchens with a “custom look” that make your houses worth more to the buyer. 

Youngstown Kitchens are made to last, stay beautiful for a lifetime. Every unit 
is white-enameled, welded steel. Sink tops are finest acid-resisting porcelain-enamel. 
Doors, drawers and all tops are sound-deadened. 

Wide selection—low cost . . . yours with Youngstown equipment because it’s 
mass-produced. 

Sixty Mullins field men and 7500 trained Youngstown Kitchen dealers through- 
out the country are ready to cooperate with you . . . give you the advantage of 
Youngstown’s great experience and pioneering in the kitchen business. For name 
of nearest distributor or field man, please write 


MULLINS MANUFACTURING CORPORATION e WARREN, OHIO 


i y BY MULLINS . 


World’s largest makers of steel kitchens 














HERE are the three types of Trip-L-Grip 
anchors. From left to right: type A, type C, 
type B. 





STUD-to-sill connection with Type B Trip-L- 
Grip framing anchor. 


T HAS BEEN said that barns 
never blow down; they blow up! 
This it literally true. Reports a 
few years ago showed that over a 
thousand barns were destroyed by 
a freak wind that blew across a 
half-dozen mid-western states. Be- 
cause so many buildings were de- 
stroyed by one storm, engineers 
made a careful study of the causes 
of failure and today we know how 
to prevent a reoccurrence of this 
tragedy. Most of the failures were 
due to two causes that are easy to 
remedy. One was the lack of proper 
anchorage at foundations and the 
other was weakness at sill, plate 
and ridge joints where toe-nailing 
was used for fastering. 

There is no trick to anchoring a 
building, everyone knows how, but 
many of us are careless, because 
the building seems so big and 
heavy. In brick or stone piers the 
anchor bolts should extend down to 
near the bottom of the pier, but in 
concrete piers, anchor bolts that 
are imbedded 18 inches in the wall 
are satisfactory. A %4 inch bolt, 
with a big washer under the nut 
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TYPE A Trip-l-Grip used to tie rafter-to-plate 
to resist uplift due to wind and lateral 
movement. 


JOIST-to-beam or header connection uses type 
C and type B anchors. Supports beam, helps 
prevent sagging. 


New “lyne pbuchors 
For Farm Building Profits 


and a hooked end is advisable. 
These bolts are needed on six foot 
or eight foot centers depending on 
the size of the structure. If the 
wall is made with hollow building 
units, the holes aound the anchor 
bolts should be filled with concrete 
and the anchor bolts should extend 
down for at least two courses of 
block. After the sill is in place the 
nut must be drawn down snugly 
against the washer. It may seem 
strange but frequently people do 
put in the anchor bolts and then 
leave off the washer and nut. 

If the building is already in 
place, you can still do a good job 
of anchoring it by using pieces of 
angle iron. These should be lag 


screwed to the plate and the ma- 
sonry wall. 

Making a wind proof joint at the 
sill, plate and ridge is made easy 
today by the new Trip-L-Grip an- 
chors developed by the Timber 
Engineering company. They have 
proved to be so highly successful 
that no dealer should be without a 
stock of them. 

Not only do these Trip-L-Grip 
anchors provide good _ protection 
against wind damage, but they save 
labor and materials in construc- 
tion, too. They speed up construc- 
tion in that they can be applied to 
the plate before it is raised into 
position, thus giving the desired 

(Continued on Page 60) 





RECOMMENDED SAFE WORKING VALUES 

















Direction of Load (Figs 1-2-3) | A B | . D E F 
. | Wind Snow 

Short Term Loading ) Earthquake 600 825 420 300 510 790 

Long Term Loading ' Live Loads 400 530 290 200 340 525 
| Dead Loads 




















Values given are for one anchor in pounds. 
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One of these distinctive F.D.1. 
“grade trade-marks” appears on 
the bottom of every officially in- 
spected Douglas fir door—and only 
on doors so inspected. Look for 
the F.D.I. seal. It is your symbol 
of fine craftsmanship, now backed 
by rigid manufacturing inspection. 
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assures the quality and uniformity 


of officially erade-marked 
DOUGLAS FIR. DOORS 


EVERY Douglas fir door 
stamped with an official F.D.I. 
grade-mark comes under the 
new Fir Door Institute inspec- 
tion service—to assure the high- 
est possible product quality 
and uniformity. 

Inspection covers workman- 
ship, appearance, grade—and 
new dimension specifications 
adopted for stock interior 
doors. Stock doors are 
now pre-fit to 1-inch less 
than previous net catalog 
height, and 3/16-inch 
less than catalog width, 
permitting installation 
without sawing, trimming 





TACOMA BUILDING 


THE NATIONAL ASSOCIATION OF 










or planing. On-the-job costs are 
reduced. A cleaner, more at- 
tractive product is assured. 

Stock doors are also resin 
pre-sealed, which prepares 
them for better finish, protects 
against moisture, and improves 
dimensional stability. On order, 
Douglas fir doors are available 
Factri-fit—completely machined 
for locks and hinges. 

All these features are 
covered by official inspec- 
tion—assuring doors which 
meet every quality stand- 
ard adopted by member 
factories of the Fir Door 
Institute. 


TACOMA 2, WASHINGTON 


DOUGLAS FIR DOOR MANUFACTURERS 






EN NEWTON LUMBER co 






GLEN R. NEWTON, president, Newton Lumber 
company. 


O NE of the busiest small-town 
yards in the nation this last 
year has been the Glen Newton 
Lumber Co. in Nevada, Iowa. 

For a small yard, the Glen New- 
ton operation has handled an espe- 
cially large volume of commercial 
and industrial construction, ap- 


proximately 40 per cent of its over- 
all volume being in this category in 
1947. 








EXTERIOR view of Glen Newton Lumber company store and warehouse in Nevada, lowa. 





Small Town Yard Builds Big 
Sales By Offering Packages 


These jobs, already completed or 
now underway, have included a 
new building 120x120 for the Reu- 
ben H. Donnelly Corp. This job 
includes 14 60-foot rafters fabri- 
cated in the Glen Newton yard and 
almost everything else that goes 
into the building—block wall, con- 
crete floor, steel window frames, 
glass, roofing material, etc. Smith 
& Fawcett is the local contractor. 

Second largest commercial job 
underway is a super market 60x100, 
also a warehouse 25x35 in connec- 








NEAT show window, left, emphasizes paint products. 





packed deep with customers on Saturday. 


Consumer counter, right, inside the store is 
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tion with the market, for which 
Glen Newton is furnishing the com- 
plete job. 

Other large-scale projects being 
furnished by the local company are 
the gymnasium (65x115) for Oak 
Park Academy, including _ steel 
sheathing; a feed warehouse utiliz- 
ing timbers and galvanized steel, 
and a graphic arts building, also 
120x120. 

Regular and satisfactory contacts 
with suppliers over the 33-year his- 
tory of the company are now paying 
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teel, When you show a customer the Heatilator, you 
also can recommend it with confidence. The Heatilator 

has proved every claim made for it—under every 
acts condition of use and climate—in thousands of 
his- homes and camps all over the United States and 
ying Canada. 


Home-owners and home-builders already 
know about Heatilator. Consistent adver- 
tising in national home magazines has ac- 
quainted your customer with Heatilator 
advantages before he comes to your store... 
makes your selling job easier. 

And when you sell a Heatilator, you win 
customer good will for additional business 
later. 


HEATILATOR, INC. 
841 E. Brighton Ave., Syracuse 5, N. Y. 


Circulates Heat * Will Not Smoke 


*Heatilator is the registered trademark of Heatilator, Inc. 


HEATILATOR FIREPLACE 


T.M. REG. U.S. PAT. OFF 
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off and supplies for nearly all these 
projects have been ready when 
needed. 

RESIDENTIAL BUILDING 


Residential construction has also 
reached a peak in this community 
of approximately 4,000 people. 
About 50 homes were built in ‘the 
Nevada area in the last 18 months 
and Glen Newton Lumber Co. fur- 
nished a good many of these. One 
of the most interesting residential 
developments now underway is a 
panel dwelling, actually a one-story 
three-apartment building being 
built for the Academy. 

In addition to the in-town build- 
ing, Glen Newton Lumber Co. has 
handled a large volume of farm 
construction ranging from rural 
bathrooms and kitchens to brooder 
houses and hog troughs. 

Architectural advice and service 
is available for the prospective 
home builder. Glenn Davis, man- 
ager of the organization for 28 
years, has had considerable experi- 
ence in this field. He is now assisted 
by Robert McDaniels, former serv- 
iceman. The company makes the 
necessary arrangements with the 
appropriate sub-contractors and as- 
sists the consumer customer in ar- 
ranging his financing. 

The company has four 1%4-ton 
trucks in service and its normal 
personel of 8-10 is expanded to 
16-18 to handle the large current 
volume. Jake Donnellan assists 
with the buying, advertising and 
office management. 

Although the company uses the 
local daily newspaper for regular 
advertising, it also spends many 
hundreds of dollars annually in 
novelties—automatic pencils, desk 
calendars, pocket knives, clothes- 
pin bags, etc. 








PANELS are utilized for the speedy erection of this one-story’ three-apartment building. 








GRAPHIC arts building, left, is one of the major projects recently furnished by Glen Newton. Right is 


one of the many homes built by the company this year. 
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to sell more 
insulation! 





No W/ — just in time to help you get a lion’s share of the profitable Insula- 
tion business in your community, here is a new fast-selling product made by 
CELOTEX, the greatest name in Insulation— 


CELOTE X Hand-Pouring ROCK WOOL 


This rock wool is specially processed for hand-pouring. Packed in handy 40 Ib. 
kraft paper bags, it is easy for a home owner to apply insulation himself — 
especially in open attics. Celotex Hand-Pouring Rock Wool is a good product 
for you to sell in combination with 


CELOTEX ROCK WOOL BATTS 


Permanent... fireproof... vapor-sealed. Special flange for nailing and sta- 








pling speeds installation. Increased production from new modern plants assures 
prompt delivery. 





“> $PECIAL MERCHANDISING AIDS FOR YOU! There’s a great new promotion program 
= behind these two products. Have you gotten your kit? See your Celotex sales- 





man, or write today to 


THE CELOTEX CORPORATION, DEPT. RW, CHICAGO 3, ILLINOIS 


| CELOTEX 


‘The Greatest Mame in Insulation 


BUILDING BOARD * INSULATING SHEATHING AND LATH * INTERIOR FINISH BOARDS * CEMESTO 
CELO-ROK ANCHOR LATH AND PLASTER * CELO-ROK WALLBOARD °* TRIPLE-SEALED SHINGLES * FLEXCELL 
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KEEPING A PRICE BOOK 


Two features of the Whipple Brothers price book are its ease 
of operation for beginners and its use as a silent sales tool. 


NE OF THE age-old problems 

which exists in almost every 
retail lumber yard could be termed 
the keeping of the price book. 

Recognizing this problem as an 
important one, Whipple Brothers 
Inc., Laceyville, Pa., tackled that 
problem of price book design and 
utilization with the following ques- 
tions in mind: 

1. What elements are to be con- 
tained in the physical make-up of 
the book? 

2. For what purposes is the book 
to be used? 

5. Can a _ beginner 
how to use this book? 

The answers to these questions 
are now reflected in the price books 
in use throughout this organiza- 
tion. 

Since all elements of the price 
book were required to answer ques- 
tion number three, the book was not 
issued until it had been tested on 
neutral ground. 


understand 


ELEMENTS OF THE BOOK 


PRELIMINARY work on _ the 
construction of the price book in- 
cluded the listing of all material 
handled and sold by the company. 
When the completed list was ob- 
tained, the materials were then 
classified into one of six depart- 
ments. 

Classification No. 1 included ce- 
ment, plaster, lath, etc.; classifica- 
tion No. 2 included fiberboard, 
gypsum, insulation, plywood, hard- 
boards, etc.; classification Nos. 3 
through 6 followed the same pat- 
tern. 

In making the divisions of the 
price book, consideration was given 
to customer service and ease of in- 
ventory based on the ¢lassification 
lists. 

Applied to the price book, these 
classifications of material are 
broken down into sections which 
are termed departments. Depart- 
ment No. 1 of the price book con- 
tains all the sales information 
about all classification No. 1 ma- 
terial, and so forth. 

It is easy to see that the classifi- 
cation of material number and the 
department number of the price 
book correspond. With this fact in 
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TIPS ON PRICE BOOK MAKE-UP AND MAINTENANCE 


|. A good heavy duty three or seven ring binder 
should be used. The price book is constantly 
being handled and is subject to abuse over and 
above the average book. A light binding cannot 
stand the rough treatment which a price book 


should receive. 


2. Index and price book pages should be of heavy, 
ledger stock. These pages, too, are worked hard 
so it is best to provide for their working con- 
ditions in advance. 


3. Price pages may be made up on typewritten 
sheets, or duplicated on multiliths, duplicators, 
etc., whichever is the available method that 


suits the operation. 


4. Basic pages, which concern stock which is han- 
dled the year around, can be made up in ad- 
vance and the prices inserted in type or ink at 


a later time. 











mind, the beginner can immediately 
begin to associate material classifi- 
cation with price book department. 
With a minimum of experience, he 
can use the price book like a vet- 
eran. 

A brief look at the actual con- 
struction of the Whipple price book 
will show why the average beginner 
can find the correct item, the cor- 
rect price of that item the very 
first time he tries. 


MAJOR INDEX 

THE major index of this price 
book contains the following: 1. the 
name of the material; 2. the de- 
partment of the price book in which 
price and product information is 
to be found; 3. the page of- the de- 
partment which contains the in- 
formation. 

The major index is set up in an 
alphabetical manner and is cross- 
indexed. If, for example, informa- 
tion is desired about aluminum 
roofing, the major index carries 
that material under the “A’s” as 
Aluminum roofing and again under 
the “R’s” as Roofing, Aluminum. 


DEPARTMENT INDEX 


THE department index is termed 
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a divider and is placed at the be- 






ginning of each separate division of 
the price book. 

All products contained in that 
particular department of the price 
book are again listed alphabetically 
with the page of the department or 
section of which sales information 
is to be found. 

All department pages are num- 
bered beginning with the number 
one. Additional reference or infor- 
mation sheets concerning products 
are added from time to time and 
take the same number as the prod- 
uct page they supplement with the 
addition of letters. For example 2A 
is the supplement to page two. 


PAGE CONTENTS 

CONTENTS of the price book 
page include: 

1. The page number. 

2. The department (or classifica- 
tion) number. 
The date of issue of the page. 
The distribution directions. 
The sales features of the 
product. 
The price of the material. 


oT ke CO 


i 


USE OF THE BOOK 
THE importance of the use of 
the price book cannot be over-em- 
phasized. 
This complete material reference 
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If You 


INSULATE 


You Must 


VENTILATE 


To Avoid Condensation 


WHEN YOU 
VENTILATE . 
INSTALL 







AND YOU 
INSTALL 


THE BEST 
' 


Your customers will be better satisfied if you install 
Arrow-Line, and you can sell at least two on every job! 
Materials are rustproof, acid resisting and corrosion 
proof. Face frame is Masonite Presdwood, no seams, 
spotwelds, rivets or screws. Well screened, dipped and 
sprayed, neutral gray finish. Arrow-Line gives unob- 
structed air travel, and their construction allows for 
expansion. 





Standard 
Arrow-Line 
Louvers 


are good for the life of any 
standard building. Can be in- 
stalled from the inside. Made 
in 11 sizes. 








Special 
Arrow-Line 
Louvers 






These Louvers are especially 
designed for new construction. 
They make a neat job—no ex- 
posed nails—and are easy to 
install. Just remove louver, nail 
frame to sheathing, replace lou- 
ver and the job is done! 


Get them from your Dealer or Jobber 


If You Have a Special Louver Problem, 
Write Us Because 


LOUVERS ARE OUR BUSINESS 
A. D. HEMPHILL CO. 


114 FRANKLIN STREET LAKE CITY, MINNESOTA 
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THE TIP AND BACK OF ZEPHYRS ARE SMOOTH 
SAWN INSURING A SNUG TIGHT FIT 


UNDERWALL OF APPROVED MOISTURE RESIST- 
'NG ZEPHYR INSULATION BACKING BOARD — 
COMES IN STRIPS 48 INCHES LONG, CUT TO FIT 
SHINGLE LENGTH 


ZEPHYRS GIVE EXTRA HEAVY SHADOW LINE f 
AT BUTTS, ADDING BEAUTY AND INTEREST ‘ 


OUTER WALL OF CREO-DIPT RED CEDAR CERTI- 
GRADE ZEPHYRS. NOTE DEEP TEXTURE SURFACE 









































RUST-RESISTANT ZINC COATED NAILS 





A Zep hyr 
unit covers 
100 square 


feet of siding. 


Care 
GOES INTO THE MANUFACTURE 


of CREO-DIPT ZEPHYRS 


Double Wall Zephyrs are made from genuine certi- 
grade red cedar shingles, applied over Zephyr moisture 
resistant insulating backing board and secured by Creo- 
Dipt special zine coated nails. 

Zephyrs have all the characteristics of hand split 


shingles 





deep grooved surfaces, with butt thickness 
that produces heavy shadow lines. The top portion of 
each shingle is smooth sawn, butts are square and sides 
parallel insuring a snug and even fit. 

Zephyr shingles are available in a wide range of 
colorful shades. Stained under exclusive processes using 
only the finest linseed and binding and preserving oils, 
Zephyrs are doubly able to resist weather conditions. 

Zephyr approved backing board applied under 
Zephyrs increases insulating values 35°% over ordinary 
wooden siding, and 42% over stucco. 

When you use Double Wall Zephyrs for sidewall con- 
struction you gain double beauty, double insulation and 
doubly satisfied home owners —double value in every way. 


SEE\OUR 
\ CATALOGIN 
| Hen 
ela 





Send for your copy of Creo-Dipt’s 
new booklet on Zephyr Double Walls. 





bi 


Pas 
a4 é 


CREO-DIPT COMPANY, INC., NORTH TONAWANDA.N.Y. 


CREO-DIPT OF CANADA, LTD. 





VANCOUVER, B. C. 





THE ORIGINAL SHINGLE STAIN FIRST AND BEST! 
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should be considered as a _ time- 
saver, a selling tool, an up-to-date 
price and material catalog and a 
text book for the personnel. 

By consulting the major index, 
the department index, and the price 
page, a minimum of lost time oc- 
curs when an employee is stating 
the price of material to the cus- 
tomer. 


As a text, no finer resume of 
products being sold, lines being 
developed, changing market condi- 
tions nor general information can 
be placed in the hands of those re- 
sponsible for moving the material 
on a profitable basis. 


The price book in the hands of 
the customer is an excellent silent 
selling tool. All the information 
about products and prices is placed 
right before the customer. He is 
then able to do some mental shop- 
ping and create his own wants as 
he turns from one page to the next. 
In other words, his imagination is 
allowed to go to work. 

Because the price book is con- 
structed to promote interest as well 
as to state prices, good cuts or mats 
have been used to illustrate the 
products. Pictures accompanied by 
pertinent sales feature information 
about the product enhance the op- 
portunity for a sale. 

The price book, if properly uti- 
lized, is the retail lumber industry’s 
answer to catalog selling with one 
added advantage—it is catalog sell- 
ing at the point of sale. 


MANAGEMENT’S TOOL 


SALES control, by department 
or classification, is made more effi- 
cient and can be established easily 
in conjunction with the price book’s 
use. 


In the case of multiple yards, all 
sales are reported by departments 
classification. The material, then 
is bought, sold and reported by 
classification. 

The daily reports received from 
the yards indicate clearly to man- 
agement, and others concerned, 
which class of material is moving, 
the rate of turnover which all 
classes of material are attaining 
and which of the classes need 
strengthening or reduction, thus 
clarifying the retail sales picture 
daily for the benefit of those 
charged with taking appropriate 
action along the lines of sales pro- 
motion, sales control and turnover. 
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New Type Anchors 
(Continued from Page 52) 


spacing of rafters. When they are 
used on rough openings, such as 
windows, both material and labor 
is saved as the outer stud can be 
eliminated. The extra stiffness and 
strength of the anchored joints re- 
duce the possibility of plaster 
cracking, too. 


Farmers will find them most use- 
ful in fastening studs to sills and 
plates, rafters to plates, girts to 
posts and ‘beams to girders. Many 
grain bins and corn cribs have re- 
cently been built using the Trip-L- 
Grip anchors as stud sockets to 
resist outward pressure at the sill 

















as well as reinforcing for the joists 
and rafters. 

The illustrations shown are some 
of the most commonly used joints 
However, these anchors are so flex- 
ible in use that only a few shapes 
are needed to fit most framing com- 
binations. Special fullbodied nails 
that develop maximum shear are 
furnished free with all Trip-L-Grip 
anchors and each of the three types 
are manufactured for use in a 
right or left position. Scientifically 
located nail holes make placing easy 
as the only tool required is a ham- 
mer. 

On page 52 is the recommended 
safe working values based on tests 
made in the testing laboratories at 
the Georgia School of Technology. 








EXAMPLE of owner-built homes which are being erected in Champaign, Ill. 


Helping the Owner-Builder | 


NE OF EVERY 10 small 

homes erected by Julius Ply- 
mire in Champaign, Ill. is being 
completed by the owner. They are 
dwellings of minimum design, yet 
comfortable and well built. 


Plymire began by building two- 
car garages in the spring of 1947. 
He found people were converting 
these garages into garage homes; 
some buyers solved their conver- 
sion problems quite effectively by 
themselves, others had trouble. 


Plymire then decided to expand 
his field by offering to erect and 
sell the shell or complete the home 
for occupancy. 


Most of the houses have been 
20x24 or 20x28. The original 
houses were erected on a rough slab 
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floor. The shell with concrete slab 
floor was offered for $1,200; com- 
pleted, the 20x28 houses has sold 
for $3,800 and the 24x28, $4,200 
The basic plan provides for two 
bedrooms 11x7’ 6”; kitchen 10’ 6” x 
9’ 8”; living room 15’ 6” x 9 8”: 
bathroom 4’ 6” x 7’ 6”; two closets 
6’ x 2. 

If the prospective builder does 
not have a lot of his own, Plymir« 
will provide one. Buyers are not re- 
quired to make a down payment 
until the shell is up when they pay 
one-third of the completed pur 
chase price; the balance is due upon 
completion. 

Plymire has purchased most of 
his building materials from the 
Thompson Lumber company, Cham: 
paign. 
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Godoy Boanity 











CARINE y WAR OWAR! 


DISTINCTIVE HARDWARE. | 


ALL FROM | SOURCE 


ILDING PrRopucts MERCHANDISER 


by NATIONAL 


® A new “Short-line” assortment ¢ 
Quick turnover. Quick profit, C 3 ; 
. balanced quantities of only 5 ite 
plated. Matched in design. 


























Full Color onaphay 
Card Included FREE 
with “Deal” 


included with this fast-selling — 
assortment is a full-color count- 
er card that effectively displays 
the merchandise. Card is FREE. 
WRDAS: OCR COMTANS RODE NOD MLIRE : = You pay only for the b j Se re. : :: 














Something NEW- 
Ship Your Sash 





as Fast as You are 
able to 





AND WITH Cen Glaze LOOK at these Big 


NO KICK-BACKS EITHER Outfits Who Use 


NO CROWDING the production end Swear by 
line ——- NO shipping delays with 


ARM-GLAZE’d sash! réun- Glaze 


This remarkable Armstrong glaz- 


ing compound establishes a perma- 
nent bond immediately upon being CURTIS 


applied. After that—because it re- COMPANIES, INC. 


mains always elastic, it absorbs all 


shocks of delivery and years of ANDERSEN 


convies. CORPORATION 
You can ship ARM-GLAZE’d sash 

at once, and never is expensive re- GEO. SILBERNAGEL 

conditioning required EITHER at & SONS CO. 


the dealer’s or on the job. 


Add these economies together and ROCKWE LL 
the trifling more you pay for ARM- MFG. CO. 
GLAZE is definitely small indeed. 
ROCKY MOUNT 
MFG. CO. 














* 
® TRY it—et Free 
vcore we | Sample — Make Any 


Glazing Compound mer- ‘ 
its a place in you T Y C T 

packaged pacns on. est ou are 0: 
It’s like ARM-GLAZE 


plus one more feature: Note big operators now using ARM- 
it won't even dry out GLAZE, as listed above. You, too, 
In an opened can. Sell should welcome the economies we make 
“*33"" for small glazing 7 : 

lobe, repairs, te home possible. Write today to nearest Arm- 
handy-men. It's defi- strong plant for FREE sample — 
nitely far ahead of enough ARM-GLAZE to make every 


anv sutty. conceivable test. 





















COMPANY 


4065 So. LaSalle St. 241 So. Post Ave. 319 So. Crowdus S¢?. 
Chicago Detroit Dallas 
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“PRESENTING OUR MR. FLAPDODDLE—’” Have 
you ever noticed the pride with which people refer to 
“my doctor’, “my lawyer’, “my dressmaker” or “my 
garageman”? This is an age of specialization we’re 
living in...an age in which even people of modest 
means seek out experts for help and advice. 

Cue to You: If you have someone on your staff who 
knows all the answers on roofing, can handle any and 
all questions on siding installation problems, for ex- 
ample—build him up in all your promotional material 

“Our Roofing and Siding expert, Mr. So-and-So.” 

This is basic psychology and it’s smart promotion. 
People have a lot more confidence in someone they 
fancy as an “expert!” And it flatters their vanity, too, 
to be able to say, “My roofing man, Dobbs,” or 
“My remodeling expert, Hughs.” 


SUPER SALES-BAIT: More and more stores and office 
buildings are modernizing, repairing, redecorating ... and 
that means lots of good juicy sales for someone. Is that 
Someone YOU? If not, here are some good sales-clinching 
points worth passing on to your sales force: 

(1) Better space-planning means more impulse buying; 
makes it easier to handle store traffic and merchandise; 
makes it easier to sell, too. (2) Redecorating means 
smarter backgrounds for displays; better lighting to give 
merchandise more eye-appeal, create more buy-appeal. (3) 
The right choice of color changes cold, repellent surround- 
ings into a warm, friendly place to shop; puts the public 
in a buying mood. (4) More cheerful surroundings also 
exert a subtle influence on employees—lift their spirits so 
they’ll do a better job. 











NOT TO BE OVER LOOKED: A lot of good cus- 
tomers have been lost because of misunderstandings 
over credit and bills. Needlessly lost! And permanently 
lost! So this year, make a special point of getting just 
as much information as you possibly can on up-to-date 
credit practices and tested methods of collecting delin- 
quent accounts. 

Your trade publications, trade associations and na- 
tional credit association spend many thousands of 
dollars each year to make this information available 
to retailers everywhere. And it’s yours for the asking 
or, in certain instances, for very low cost. 





NEW ANGLE FOR A NEW YEAR: Lots of times it’s 
not the product that sells itself but the words with which 
you label it. The same is true of home improvements— 
attic and basement remodeling, for instance. Try selling 
these jobs under the guise of “Hobby Rooms.” 

And in your newspaper advertising, direct mail and point- 
of-sale literature, try this copy slant: “Whether you like 
painting, photography, working with a jigsaw or just plain 
‘puttering around’, we'll house your hobby! See us about 
converting that waste attic or cellar space into a swell 
workshop-and-hobby room now!” 





SALES PEPPER-UPPER: For most people, Janu- 
ary and February are dull, dreary, “draggy’” months 
.-months when energy flags and spirits droop. So 
pep up slow-moving departments and lagging sales 
by pepping up your showroom displays with lavish 

use of bright, giddy color... 
.A warm, sunny yellow to catch the jaded eye... 





iv Norm Advertising, Ine. 
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nile green with a promise of spring it in...orange 
or geranium-red to radiate warmth and good cheer 
to all who enter. 

The brighter and gayer your display props, the more 
impulse buying you’ll stimulate. It’s a fact. Some- 
times consciously, most often sub-consciously, people 
are influenced by color. Both those who work behind 
your counters and those who buy over them. 





IT PAYS TO HELP YOURSELF: Bedevilled by com- 
plaints and mounting ill will due to mounting costs? More 
and more dealers are diverting ill will away from them- 
selves by quoting a price for all materials for specific house 
plans, independent of labor costs. 

Result: More and more building prospects are begin- 
ning to catch on to the fact that it is the construction 
trades, not material suppliers, who are mainly responsible 
for sky-rocketing costs. 


ALL-OUT FOR PROFITS! The smartest time to 
land a big-profit job is before your prospect blows 
in the works on a new car or an expensive new suite 
of furniture. Here’s how to channel that money into 
your yard now—before it’s too late! 

Run a series of explicit ads with headlines some- 
thing like this one: 

$5.00 A MONTH Buys ANY ONE OF 
THESE SWELL HOME IMPROVEMENTS! 

Under your headline, run an itemized list: “Insula- 
tion to cut fuel costs up to 33-1/3%; Overhead garage 
doors; Bedroom redecorating; Complete kitchen mod- 
ernization.”’ Car dealers and furniture retailers may 
be able to sell on an installment basis but they can’t 
compete with this kind of installment selling! So 
make the most of it. 





GET TWICE THE VALUE from your hardest-selling 
ads—by reproducing them and using them as mailing 
pieces to a select group of your hottest prospects. The cost 
is cheap, the returns excellent, and your ad agency can 
handle the reproduction job for you. Or you can call on 
your local printer. Just tell him you want such-and-such 
an ad “offset.” Like everything else, the bigger your order, 
the lower the cost per offset or reproduction. 





FINE THING! You advertise “all the latest modern 
conveniences’”——but do you offer ’em in your own 
yard? Even the most mediocre gas stations on the 
road offer washroom facilities to transient motorists. 
Do you offer this same convenience and good-will 
builder to your regular customers? 

A clean, well-kept powder room is especially appre- 
ciated by women customers...particularly importan! 
if you are making a special effort to build a lot more 
store traffic. A sparkling-clean rest room has _ been 
known to make many a friend, lead to many a sale— 
for department stores, gas stations, hotels. It can 
do the same for you. 





Make-It-A-Point-in-1948 . .. to call on your advertising 
agency for help whenever you have tough merchandising 
and promotional problems. In addition to newspaper ad- 
vertising, a well-staffed agency can help you with point-of. 
sale material, free publicity, display ideas, speeches and a 
host of other selling tools to help you do a better public 
relations job in your trading area. 
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Need Lumber Quick? 
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“7 good judgment when you need lumber. You'll 
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i wnt i : i Ph Randolph _ 6838. 
= requirements — immediately ready to be of any possible assistance gt agg 
o you. 
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at Kentwood’s specialty is prompt, dependable, satisfactory service. We don’t per- Bldg., 58 E. Washing- 
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use —on delivery to our customers of the kind of lumber they want — when they Roy E. Quinn, Mgr. 
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gin- ne i ale Terrace 
tion If any customer is in urgent need, we usually have a few cars of Yellow Pine Phone Highland 4726. 
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_ | LANE Manufacturing Company MONTPELIER, VERMONT 


Buitptnc Propucts MERCHANDISER 63 










































Complete working blueprints, 
specifications and material esti- 
mator of any house design pub- 
lished in this magazine are now 
available at three sets of the same 
plan for $10 or four sets of the 
same plan for $12 and must be or- 
dered at the same time. All the 
blueprints are in a convenient 12x18 
inch size and meet all FHA require- 
ments. Please order plans by num- 
ber, enclosing payment and address 
to American Lumberman & Build- 
ing Products Merchandiser, 139 
North Clark street, Chicago 2, Ill. 
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“TERRAZZO 
CONTRACTOR 


They know 


TRINITY WHITE 1S WHITER 


and they know 


what whiteness means . 


Trinity began making white cement in 1941, just about 
the time that building restrictions went into effect. 


But Trinity White started to advertise and has kept it 
up. It has told the architects and other factors in the 
building field of this new and improved material for 
their work—a whiter white. Month after month, year 
after year, it has told the products manufacturer, the 
terrazzo contractor, the stucco contractor, the paint 
manufacturer. 


As a result, Trinity White has put more advertising 
behind each barrel of white produced than could nor- 
mally be expected. Here you have a unique situation, 
Mr. Dealer! An improved material, widely known and 
respected at the beginning of the building boom, and 
an opportunity to make a fine profit. Establish your- 
self as a dealer in Trinity 
White. 

‘Trinity White is a true port- 
land cement withall portland 
cement’s merits. For complete 
information, write, wire, or 
phone Trinity Portland Ce- 
ment Division, General Port- 
land Cement Co., 111 West 
Monroe St., Chicago or Re- 
public Bank Bldg., Dallas, 
‘Texas; or 816 West 5th St., 
Los Angeles. 
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that ALWAYS turns! 


... the worm that’s the works of 
the Getty wood casement operator. It works every 
time because it’s a case-hardened steel worm— 
a full half-inch in diameter. It’s a worm that will 
keep on turning, day in and day out, to give you 
years of service under rugged usage. Note how 
the machine-ground teeth mesh cleanly (no wear); 
how the Getty angle drive assures easy operation 
(at a flick of the finger). 


Good functional design plus accurate construction 

combined with sturdy materials produce the Getty 

Casement Operator—built for a lifetime of service. 
Getty manufactures operators for all types of casements 


for both wood and metal. Also a complete line of high- 
quality accessory hardware for casement windows. 


see our 
CATALOG 


Consult your local Contract Builder's 
Hardware Dealer, your local Building 
Materials Dealer, your Wholesale 
Hardware Jobber, or write: 


H. S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 


SWEET'S FILE 
ARCHITECTURAL 
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"Getting By" or “Good-Bye" 


66 OST PEOPLE do _ only 

enough to get by,” was the 
way a writer friend of ours used to 
put it. ‘‘We become slaves to un- 
important routine which we call 
‘work.’ That leads to slow disinte- 
gration rather than growth, 
whether we are willing to admit it 
or not. At first 1 would write my 
story, take it to the publisher, sell 
it. Next, I would tell him about my 
proposed plot, get his approval, go 
home and write the story. Third 
step downward was to relate the 
story to him but postpone writing 
it. Finally, I no longer bothered to 
even think up a plot but went to 
raising chickens.” 

Application to the operation of a 
lumber yard may be a bit far- 
fetched except it seems to suggest 
that if a yard isn’t getting better 
year by year, it may not be keeping 
up with the procession. These are 
the days when it’s easier to grow 
soft than it is to become stronger 
... merchandisingly speaking. 


* * 


If you are on the right track you 
can still get run over if you don’t 
keep up with, or ahead of, the pro- 
cession. 


Lesson in Merchandising 


6¢6— OTS OF HOME owners get a 

kick out of refinishing furni- 
ture,” says a lumber dealer in a 
chatty column published under his 
name in his local newspaper. “First 
make all necessary repairs. Then 
get to work with varnish remover 
and hook scraper. Work with grain 
of wood. If wood is still discolored, 
rub with denatured alcohol, wiping 
off with clean cloth. Steel wool or 
very fine sandpaper will smooth the 
surface. Apply stain with very 
small brush and wipe off almost im- 
mediately. Keep this up until you 
like the color. Then use clear var- 
nish on a good brush. When good 
and dry rub well with a pumice and 
water paste. Finish with wax and 
more rubbing.” 


Very simple. It occupied only a 
small space and cost a trifling 
amount of money. Yet it mentioned 
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ten of the dealer’s products in use 

. which, of course, is the surest 
way of getting the public inter- 
ested. Furthermore, the informa- 
tion was valuable. The dealer found 
it in a handicraft book and put it 
to work selling his materials. 

* * 
If you haven’t moved those third- 


tier “sleepers” by this’ time, 
they’re probably there for keeps. 


Cat Up a Tree 


W* HEAR MUCH these days 
about the need for lower 
prices and there are many sugges- 
tions being made as to how they 
can be reduced ... some of which 
border on the hysterical. Trouble 
is that falling prices have the ex- 
ceedingly bad habit of dropping too 
fast and too much. That, of course, 
spells trouble. Going higher means 
trouble too. We appear to be like 
a cat up a tree. The higher it 
climbs the luckier it is to get down 
without breaking its neck. 
How would you like the job of 
preparing 1,000 pages of quota- 
tions (10 te 50 items per page) 
and sending them to 5 million cus- 
tomers to buy from during the 
next few months? That is one of 


the current problems of the big 
mail-order houses. 


x 


Not Recommended for Lumber 
Dealers 


ET THE STAR dust at earthy 
rock bottom prices. Get togged 
out in that lush Cuban shirt. Tuck 
that half-price portable under your 
arm and set out for your own pre- 
fabricated cottage on your own en- 
chanted acre. Relax and let the cot- 
ton clouds roll by. Relax this sum- 
mer (and all year ’round, for that 
matter) and let us give you muchas, 
muchas, muchas for your moola.” 
Perhaps a strange jargon to the 
lumber industry, but it’s the way 
Gimbels (New York department 
store) advertise prefab cottages in 
the highest priced newspaper space 
in the world. Wonder what people 
in the lumber dealer’s town would 
say if he should burst forth accord- 
ingly! 


MERCHANDISING Clinic 


Siig esi 


Merchandising Guide 


HILE we are on the subject 

of mail-order house catalogs, 

may we recommend them as an in- 
fallible merchandising guide? They 
must be regarded as such if it pays 


to spend nearly $8,000,000 to get | 


out a single edition .. . especially 
in these days of hard-to-get mer- 
chandise at who-knows-what price, 


Shifting Channels 


F THIS you may be certain. 

War breaks down established 
distribution channels and mixes 
things up so that nobody is sur- 
prised at who sells what. Never 
saw the like... and with more bg 
upheavals to come, according to the 
papers. 

Lumber yards too are far differ- 
ent affairs than they were a few 
short years ago when the lumber 
“office’’ (now turned into a store) 
didn’t even look like much of an 
office. 


A surprising number of your for- 
mer customers now do their buy- 
ing at some other lumber yard. 
Why? 


40 Percent Less 


N THE Omaha World-Herald we 

came across the following signifi- 
cant statement in the advertise- 
ment of the Johnson Cashway Lum- 
ber Company: 

“United States Department of 
Commerce figures show that the 
national income in 1947 was more 
than double the national income in 
1939. 

“Let’s look at the comparative 
costs of building supplies for an 
FHA-approved five-room house. 
Cost of lumber, roofing, millwork 
and hardware in 1939 was approxi- 
mately $1,300. Today the same 
supplies cost approximately $2,100 
... an increase of 60% ... or 40% 
less than the increase in national 
income. 


“This means that the relative 


cost today of supplies for building f 


that home is actually LESS than it 
was in 1939.” 
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THE TIMBER CUTTER 





TOP CUTTING 
EFFICIENCY 


’s COMETS 
ALL THE WAY 


Everywhere rugged, 
powerful, accurate Comet 
Radial Power Saws win 
unstinted praise. All the 
Comets from the Junior to 
the Timber Cutter are 
under ceaseless, increasing 
demand. Their reputation 
for giving “more cuts per 
dollar” is now common 
knowledge. Order soon to 
assure quicker delivery. 

~ See your dealer or write 
direct. 
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CONSOLIDATED MACHINERY & SUPPLY CO., LTD. 
2029-33 Santa Fe Avenue, Los Angeles 21, California 
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years of 
experience 
behind these 
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WINDOWS 
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A complete line of aluminum and steel windows engineered by a 
company that has served the building industry since 1876. 






































CASEMENT WINDOWS 
PROJECTED WINDOWS 
COMBINATION WINDOWS 
PIVOTED WINDOWS 
DOUBLE HUNG WINDOWS 














LOW COST 


The most modern metal working facilities and production processes, 
coordinated by expert window engineering, have brought these fine 
trouble-free, everlasting windows down to a price that is surprisingly 
low. 


Thorn windows add character and beauty to any building from the 
most modest, low cost, to the most expensive. 


Thorn aluminum windows are especially attractive and the sparkle of 
this fine metal and the extra depth of the sash framing bars, particu- 
larly in double-hung types, giving shadow lines that every architect 
desires, provide features found only in the most expensive windows. 


Aluminum windows are not only low in cost to the builder, but their 
smooth operation, regardless of atmospheric conditions, the elimina- 
tion of all painting and nearly all maintenance, forever, make them a 
source of everlasting satisfaction to the owner, and save considerable 
money over the years. 


J. S. THORN CO., PHILA. 32, PENNA. 
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Sensitive to touch 
— light to handle 
— relaxing 
to use. 
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Twelve to a box 


Chapmanized steel 
RED DEVIL wheel. 


A Product of 


Red Devil Toofs. 


IRVINGTON 11, NEW JERSEY 





OF SERVICE 
TO THE 


LUMBER 
BUYING TRADE 














W. T. Ferguson 


LUMBER COMPANY 
SAINT LOUIS 1 — MISSOURI 





PROD GES 


Portable Radial Saw 


American Saw Mill Machinery 
company announces a list price re- 
duction of nearly 20 percent on its 





Monarch Uni-Point portable radial 
saw, model TNT. The saw will 
also be made immediately available 
in greater numbers. The unit is a 
12-inch radial with a 3x16 inch 
crosscut and 20'% inch ripping ca- 
pacity and is built of magnesium. 
A movable column permits the saw 
blade to enter the wood at the same 
point always, regardless of cross- 
cut angle. For more complete in- 
formation write American Saw 
Mill Machinery company, Dept. 
AL&BPM, Hackettstown, N. J. 


Economy Sized Shower 


The Econo shower is a new, 
simple way to put extra shower- 
baths in basements, utility rooms, 
garages and summer houses. It is 


said anyone can instal] it wherever 


there is drainage. Shower head is 
adjustable and a colorful plastic 
curtain is included. For more com- 
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plete information write Standard 
Steel Cabinet company, Dept, 
AL&BPM, 3701 Milwaukee avenue. 
Chicago 41, IIl. 


Table-Height Refrigerator 


Just announced is a new Lo-Boy 
electric refrigerator, 34'5_ inches 
high, to fit in with table-height 
kitchen. It is designed to go with 
the sink, stove and other appliances 
that form a continuous level of 
table area for easy housekeeping 
and less steps. It can set next toa 
stove of exact same height. It has 
a white, baked-on highly polished 





finish and full porcelain interior “ie 
with automatic lighting. The tem- =<: 
perature control is adjustable to a 
nine freezing speeds. For more a, 


complete details write Paley Man-— jee 
ufacturing corporation, Dept. AL- 
&BPM, 244 Herkimer _- street, 
3rooklyn 16, N. Y. 








Glass Fireplace Screen 


The Donely glass screen consists 
of a steel frame attached to the 
fireplace masonry. It has a draft 
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STEEL FRAME SLIDING DRAFT CONTRO 
regulating device at the bottom 


and carries two hinged doors dp 
quarter inch heat resisting glasf Y 
It offers protection to the floor anip 
rugs from flying sparks; childrelp 
play near the fire in safety. Alp} 
enclosed fire gives controlled drafif 
and the heated air stays in the) 
room, and the room is said to by 


0 a a 








heated more evenly. The slap / 
: s)6lCU 
doors can be opened when an opelf 
fire is desired, or for adding fuep : 
and cleaning, by means of bras} 
knobs. The screen is said to bef — 
wma, 
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Are you ready to sell more 
" plywood... 





ready to earn more 
good will from your customers? 
Why not consult IPCO... whose 
trained staffs of plywood spe- 
cialists and merchandisers are 
ready to serve you... tohelp you 
sell America’s most versatile lum: 
ber... plywood. 


ae 





Write or call for our stock and 
price list, today. While our stocks 
are not yet complete, we are receiv- 
ing new shipments, daily. Be pre- 
a pared to sell. 








v INDIANAPOLIS PLYWOOD co. 


1300 BEECHER ST. INDIANAPOLIS 7, IND. GA. 4433 


v INDIANAPOLIS PLYWOOD co. 


1ST & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 


v OHIO VALLEY PLYWOOD co. 


VINE at SPRING GROVE CINCINNATI, OHIO WO. 9280 
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e™ office door is well known to a host 


of dealer friends who have visited us at Warren 


during the nearly 50 years of our business life. 
To them, and to those who have yet to pass 
through it the first time, we extend a cordial 
invitation to come and see how comprehen- 
sively Southern’s operation has been stream- 
lined to supply them with quality products for 
the next and succeeding 50-year periods. For, as 
growers of our own trees, Southern will be pro- 


ducing lumber and wood products perpetually. 


Manufacturers of 


ARKANSAS SOFT PINE 
TRIM AND LUMBER 


PRE-FINISHED 
HARDWOOD FLOORING 


HARDWOOD 
LUMBER AND TRIM 
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AssureEp salability is a matter of 
record with Lowell Sprayers and 
Dusters. Why? Because the Lowell 
name is one known to your customers 
as the quality leader in the field. 


It’s a fact— Lowell products on 
STAUFFER 


display in your store are DUSTER 









“‘self-sellers” the year ’round. 





PENNANT 


CYCLONE 


©) 1947 L. M. Co. 


~ | Write Dept. 63, 589 East Illinois Street, Chicago 11, Illinois 
70 
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easily installed and once installed 
can be kept in place for the life of 


the home. There are six sizes for 
a variety of fireplace openings, 
For more complete’ information 


write Donley Brothers 
Dept. AL&BPM, 13900 
enue, Cleveland, Oho. 


company, 
Miles ay- 


Portable Hydramagic Sawmill 


The new Hydramagic sawmill is 
completely hydraulic in operation, 
Through centralized hydraulic con- 
trol, one man, the sawyer, per- 





forms all operations from the load 
ing of logs on the head blocks to 
turning of the logs on the mill. 
All operations are performed by 
pulling a lever or stepping on a 
control valve pedal. It has prede- 
termined set works which insure 
accurately cut lumber; log turner 
permits sawyer to automatically 
turn log alone. It is portable and 
can easily be moved from one tim- 
ber site to another in two or three 
days’ time. It can also be used as 
a permanent setup. Dials regulate 
the size of cut, indicate amount of 
lumber left on log. For more com- 
plete information write Corinth 
Machinery company, Dept. AL& 
BPM,Corinth, Miss. 


Portable Electric Sander 


Three new features have been 
added to the Sterling 1000 portable 
electric sander which will be intro- 
duced in February. A special air 


scoop gives added protection for 
extremely dusty operations. The 
side housing fenders protect the 


transmission and 
when sanding in close quarters. [or 
work on vertical or overhead sur- 
faces, an auxiliary handle gives 
added support and makes applica- 
tion easier. The sander is _ said 
not to gouge or mar surfaces «nd 


can be used on wallboard joints, F 
frames, F 


doors, window sills 


and 


prevent scuffing f 


LESS AIS 





19 JS, AMERICAN LUMBERMAY & 





dese 
ling 
ALé 
enue 


Nev 
N 
men 
tern 
here 
neo 


\ 
\\ 


\ 


\ 





loy 
wit 


ove 
per 
for 
ap} 
chi 
plis 


i¢a 
tio 





stair treads, cabinets, etc. Special 
sanding pads permit handling on 
all types of surfaces, curved or 
fat. For further information and 
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descriptive literature, write Ster- C A p A CG { 7 Y 
ling Tool Products company, Dept. : 


AL&BPM, 1340 N. Milwaukee av- 


mace When you can cut costs, improve 
enue, Chicago 22, III. . 


service to attract desirable new 


New Cabinet Hardware =| = business, ~ ie sl by 
3 : , more agreeable work a r pa 
Now in stock for prompt ship- 1 ree 


st} beadl Se Rs —all at one shrewd stroke!— you 
ment is the matched Streamlux pat- have indeed accoluplished seme- 
tern of cabinet hardware shown ao 
: ; : thing! 
here. Streamlux is made of solid = * ‘ 
load. neo die cast, an improved zinc al- == Our Clark ‘Yardlift-40’ speeded 
cks to up truck loading so that our drivers’ 
mill. “ \ earnings GREATLY INCREASED! 
ed by \ More than doubled storage capacity! 
on a \\ ; The fine appearance of our yard 
prede- \ ff == = brought many new customers; and 
snsure \ : faster service delighted the old 
turner | . | 3 — ones.’’ 
tically == —by J. M. Goodridge and 
le and , | = J. D. Williamson of City 
e tim- yf S = Block & Products Company, 
three a d ~ Independence, Missouri. 
sed as || x7 = = Modern Machinery increases men's 
gulate H a ; zs ———— productive capacity—creates better 
unt of i ’ = jobs at higher pay. 
e com- Clark's world-wide organ- 
orinth , ization of trained field en- 
AL& ’ = : gineers makes it easy to 


get competent help in solv- 
ing material handling prob- 


. e z a 1 : e "4 
loy. The chromium finish starts ores. Svits or ee 
, a 7 : —— Handling News picture 
With a heavy copper plating applied magazine. 
over the basemetal. Over the cop- 
per goes a heavy nickel plating be- 
fore the chromium plating itself is 


» been 
yrtable 
int ro- 


intro applied. To further enrich the | ' » : - 

ial ~ chromium finish, black color is ap- GAS and ELECTRIC POWERED 

ios vel plied to the embossed lines. For FORK TRU KS 
re more complete details write Amer- 


ct the ‘ ° 
nen icin Cabinet Hardware corpora- 
calli |) fin, Dept AL&BPM, Reckfora, mt, | AND INDUSTRIAL | TOWING TRACTORS 


id sur- \ 


aaa Vita-Cal Color Card 

ah The Vits a eae a j Ms ‘ 
pplica- 1e Vita-Var corporation has re- ~ N . 
gs said leased an attractive new color card : == ES re } ta 1 
es und on Vita-Cal Self-Sealing flat wall y a SS J“ et, 
joints, lintsh, The folder contains color PMENT COMPANY, TRUCTRACTOR DIVISION, BATTLE CREEK 40, MICH. 
rames, chips showing a full line of decor- ATIVES IN PRINCIPAL CITIES THROUGHOUT THE WORLD 
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WHAT’S NEW? 





ator colors, including several re- 
cently added. This new wall paint 
is said to require no priming or 
sealing and is also said to hide sol- 
idly over plaster, wallboard, wall- 
paper, painted walls, calcimine and 
many other surfaces in just one 
coat. For further information and 
copies of the color card write Vita- 
Var corporation, Dept. AL&BPM, 
Newark, N. J. 


Liquid Preservative Folder 


Available now is a four-page 
folder on Rot-Stop, entitled The 


Miracle Liquid Preservative. The 


results of the soil burial test are 
reproduced and colorful sketches 
show several of the hundreds of 
applications for this product in 
the home and on the farm. Also 
contained in the folder is the com- 
plete Rot-Stop price list. For a 
copy of the folder write Rockford 
Paint Manufacturing company, 
Dept. AL&BPM, Special Products 
division, Market and Madison 
streets, Rockford, IIl. 





JANUARY 
SPECIALS 


for Prompt Shipment | 


Need any of 
items? Contact us at once! 


1 Carload 2x12” 14&16’ 
No. 2 & Btr. YP S4S. 


Carload 2x8” 12/16’ 
No. 2 & Btr. YP S4S. 


1x6&8" R/L No. 3 Pat 
No. 105 Siding. 


the following 


408 G00) BELG 18ES ABE 


On these specials — or on 
your regular requirements 
— you can depend on 
Scotch lumber to give you 


the best of 
Scotch lumber 


satisfaction. 


has been 


satisfying buyers for over 


52 years. 


[SSSes 222 S2 rd == 
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ae LUMBER a 


SOUTHERN HARDWOODS 


SOUTHERN PINE e@ 


~~: 


Ke aeewes 


FULTON, ALABAMA 


Mixed Cars a Specialty 
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Member SPIB and NHLA 


January 17, 108, 








New Wedges Display Card 

A new utility item for the coun- 
ter of a building products store js 
Grady wedges displayed on a new 
attractive silent-salesman card. 
Grady wedges are handy steel vad- 
gets which keep hammer, hatchet, 
axe and other tool heads tight on 
handle. When once driven home, 


“Mold like @ Fis Shy r Mook 
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| wees 
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fish hook-like barbs along the sides 
of each wedge keep them from 
loosening under vibration or drop- 
ping. The new card is two-sided, 
mounting 18 wedges on each side 
and illustrating five popular sizes, 
actual size. Wedges come in seven 
sizes and are plated to resist rust. 
For more complete information on 
the wedges and on display card 
write Red Devil Tools, Dept. AL&- 
BPM, Irvington, N. J. 


Garage Door Equipment 


The Frantz Manufacturing com- 
pany announces an improvement in 
the construction of the hangers 





used in Over-the-Top door equip- 
ment for doors weighing under 150 
pounds. Fibre wheels, which have 
been employed for a number of 
years to obtain quiet operation 
from the sets for heavier doors, 
will now be standard in No. 10 
Over-the-Top complete door units 
and No. 80 Over-the-Top door 
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Although we are now pro- 
ducing as much high qual- 
ity lumber as possible we 
cannot take care of all the 
requirements of our good 
customers, but we hope we 
will soon be able to fill all 
your lumber needs. 








Illustration: Machine setter 
inspecting mouldings to be 
sure moulder is correctly set. 










No. 51 in a series on modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington 


Libby, Montana 


Member Western Pine Association 









IMMEDIATE DELIVERY ....... - 
ON WANTED ITEMS IN SHORT SUPPLY 


Without Paying Premium Prices 


GASOLINE POWER UNITS—6 cylinder 60 H.P. Hercules JXD with starter, generator 
and clutch operated take-off complete. Governored for 1500 R.P.M. 4” bore, 41/2” 
stroke. 








6 cylinder 105 H.P. RXC with starter, generator and clutch operated take-off com- 
plete. Governored for 1500 R.P.M. 45/" bore, 514" stroke. 


INSERTED POINT CIRCULAR SAWS—with one spare set of teeth. Simonds Style F 7-8 
gauge hammered R.H. 54 inch diameter. Simonds No. 113, 51/2 foot cross cut. Si- 
monds No. 113, 6 foot cross cut. 


36” x 10” C.I-DRIVE PULLEYS — 10” x 5 Ply RUBBER COVERED DRIVE 
BELT. Other smaller sizes of pulleys. 


GENUINE KNIGHT DOGS AND SET WORKS — all types and sizes. 
Wine or Phone Immediately J} Interested 


as these scarce items are necessarily subject to prior sale. 
115 Portage 


THE KENT MACHINE CO. **::c:°°° Cuyahoga Falls, Ohio 


STURDI-MILL ALL-STEEL SAWMILLS -- KNIGHT DOGS AND SET WORKS 


Edgers @® Cut-OffSaws @ Saws ® Engines ® 
Log Turners ©® Sawdust Conveyors and Blowers 



























Portable Saws ® Top Sawrigs 
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Is it as Good as Kirby’s? 




























equipment. For more complete in- 
formation about these door units 
write Frantz Manufacturing Com- 
bandied about when lumbermen met, “ed Dept. AL&BPM, Sterling, 


That is a question which used to be 


because the quality of the products made 


them a basis for comparison. Swing-A-Door Cabinet 


The hidden arm of the swing-a- 
door medicine cabinet makes the 
producing tangible results which enable mirror door adjustable. It pulls 


us to make predictions as to future sup- 


Now, since a forestry program is 


ply, it is in order to add: Posterity too 


will be asking, 


“Is it as Good as Kirby’*s?°° 


LUMBER 
CORPORATION 





Yellow Pine Southern Hardwoods 


je a a a toward the one using it, swings 
Y sania from side to side and remains in 


KIRBY BUILDING HOUSTON, TEXAS any position it is placed. When 
the hidden arm is not in use, the 
mirror fits snugly to the frame. 
It is an all-metal (surface) type 











| There Will Always Be | 



















































LIGHTSEY QUALITY 
| Manufacturers 
| Band Sawn Lightsey’s sizable timber holdings | 
| N. C. PINE are being operated on a selective | 
| Hardwoods cutting, perpetual yield basis, with | 
Cypress extensive planting and thinning, | 
fire protection and insect control. | 
2 
_ 
e | 
| . ° a" ° 
End-Matched . cabinet, 14x20 inches. Finish is 
Pine, Oak, Mixed slag of lumber | baked white enamel, with a full- 
Mente & Gam and flooring items a size mirror set in polished chrome- 
- specialty. plated frame. For an illustrated 
looring brochure giving more detailed in- 
formation, write County Metal 
Manufacturing corporation, Dept. 
TSEy Member: AL&BPM, 103 Greene street, New 
ae LST sm National Oak York 12. N.Y. 
Flooring Mfrs. 
y ROTHERS — Floor Specification Book 
5 A National A new specification booklet is 
: . Hardwood available to all interested in know- 
MILEY, OUTH CAROLINA Lbr. Assn. ing about better floor protection 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH and maintenance. The new booklet 
aa ieee Floor Facts, designed by Vestal a 
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1 WHOLESALE DISTRIBUTOR | 
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of 
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i West Coast Lumber | 
, | , 
? > 
and 
2 2 
» 4 
; ; 
i Lumber Products | 
Yes sir — with our big new Lincoln 
Lumber Company Mill rising rapidly 
from the ashes of the old one, we ex- , SPECIALIZING IN ; 
pect to whittle our backlog of orders 
ble size thi ! ; 
down to reasonable size this year PONDEROSA PINE 
> } 
b 4 » 4 
b4 AND > 
In '48 and the Years Ahead | } ; 
> } 
) » 
Dixon Industries expect to cut and DOUGLAS FIR 
turn into high-quality lumber prod- ; 
ucts more choice logs than ever be- © LUMBER : 
fore, to keep their regular customers ; 
well supplied . . . In the future as in e MILLWORK 
e ~ ° \ > 
the past, there is one thing Dixon e MOULDINGS 
Industries will not cut—the superior ; ; 
quality of their products. e SIDING 
> »4 
. } ¢ FLOORING | 
HE DIXON INDUSTRIES | | 
? ? 
? ? 
GRANT DIXON SPOKANE 
GRANT,DIXON JR. | _— | 
HAL R. DIXON al gO ‘ : 
Treas. aaa NE 9 wy Whe , ’ 
cue to" \we 4 
ket} - Yu , e > 
vane , Was } 5 
{NG ©: é , 
pron , oVe , 
) b4 
s f 4 
Yy Western. Pine Assn. } GENERAL OFFICE ' 
G tetional Door Mire hoon 1 8S. Michigan Ave., Chicago 3, Ill. } 
Y ly, fl National Wooden Box Assn. Telephone sna — ; 
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about 


Inc., contains information 
terrazzo, asphalt tile, linoleum, rub- 
ber, concrete and wood floors. It 
illustrates how materials should be 
specified. The brochure was de- 
signed principally for easy filing, 
with an extended % inch lap for 
convenience. For a copy of the 
booklet write Vestal Inc., Dept. 
AL&BPM, 4963 Manchester street, 
St. Louis 10, Mo. 


Belt Conveyor Information 


Vital information necessary to 
laying out a belt conveyor system 
is contained in a new bulletin on 
Robins Idlers which has just been 
issued. The new bulletin points 
out features of the idlers, such as 
one-shot lubrication, triple grease 
seal, rigid truss construction, mal- 
leable iron brackets and minimum 
clearance between pulleys. For 
copies of the bulletin write Robins 
Conveyors division, Dept. ALB 
&PM, Hewitt-Robins Inc., Passaic, 
N. J. 











It's ORANGE! 








Stays Wet Longer 


Contains No Benzol 


Use Indoors or Out 


LIST PRICES: 


India Wharf 
BOSTON 10, MASS. 








The PAINT REMOVER Your Customers 
Know -- Like -- BUY! 


SAVOGRAN 


STRYPEEZE 


The SEMI-PASTE Remover that has EVERYTHING! 


Removes All Finishes — Even Synthetics 
Stays Put on Upright Surfaces 


No Acid, Caustic, Alkali or Wax 
Harmless to Hands and Surface Stripped 


You Can Sell It — with Profit! 
1/-pint 40c, Pint 65c, Quart $1.00, Gallon $3.00 


Ask Your Jobber — or write 


THE SAVOGRAN COMPANY 


60. West Superior Street 
CHICAGO 10, ILL. 





SAN CARLOS, CALIF. 








January 17, 


New Resawing Machine 


A new compact resawiny ma. 
chine is said to feature space and 
blade economy with accuracy and 
fine finish, The machine is de. 






































































signed for those needing special 
board sizes. Lumber can be pur- 
chased in odd lot sizes and resawn 
to requirements. It can also be 
used for the usual bandsawing 
operations. The resaw mechanism, 
hinged to the machine column, 
consists of a frame enclosing four 
sprocket and chain driven feed 
rollers, the 15 HP drive motor and 
the variable psn unit. A spring 
tension adjustment accomodates 
variations up to 1% inch in width 
of lumber passing through the 
rollers and a fixed scale with mov- 
able pointer insures positive dimen- 
sion control of boards that can be 
cut from lumber up to 13!5x15 
inches. For more complete informa- 
tion write DoAll company, Dept. 
AL&BPM, 254 N. Laurel avenue, 
Des Plaines, III. 









New Space Saving Range 

A newly-designed, 21-inch elec- 
tric range will soon be introduced 
as a working companion to the 













































Space-Save refrigerator. Created 
especially for apartments and 
building projects, the new appliance 
combination is said to provide space 
saving advantages. The range has 
a full-sized, two unit oven for bak- 
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MEANS MORE THA 





a scieeeeneemcmesteaee 


We manufacture 











and specialize in: 
Furniture Dimension 
Glued-Up Stock 


Carpenters’ and Special 
Mouldings 


Industrial Shook 
Venetian Blind Slats 
Rails and Fascia 
Ladder Stock 


Ready-to-Assemble 
Furniture Parts 


—in fact anything in 
West Coast Woods! 


“Direct from Our Own Forests aud Mills’ 


The recent acquisition of prime timberlands, the purchase of additional mills and our plans for new 


plants means we'll be able to meet tremendous demands with 200 million feet of lumber. 


i 
\ ¢ 


N EVER NOW: 








Seud us Your Tuguiries for 


PONDEROSA PINE, SUGAR PINE, DOUGLAS 


AND WHITE FIR, OR YARD STOCK 





Address all correspondence to our Kansas City Office: 


The Ralph L. 


MITH 


Lumber Company 





1635 Dierks Building 
Phone Victor 4143 
KANSAS CITY 6, MISSOURI 







West Coast Office: 910 U. S. National Bank Bldg., Portland 4, Oregon 
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E ' Carton-packed for convenient handling and safety in transit. 
ES Available in either 16- or 18-inch lengths, and in mixed 
’ cars with our Totem Handsplit Shakes for lifetime roofs that 
A really ‘‘set-off’’ the homes they cover. 
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RIP? 


For small homes of distinction, for the 
estate mansion—Fitite Cedar Shakes, 
in seven beautiful colors are equally 
adaptable. 


7 











5 2 SIS 


Send for samples. See the pleasing 
textured surfaced Fitite Shakes—avail- 
able in a choice of seven beautiful 
colors. They are processed from ver- 
tical grain Genuine Red Cedar Heart- 
wood. They grow more beautiful with 
the passing years. 





Send today for illustrated 
literature and samples. 








Colonial Cedar Co., inc. 


Manufacturers and Distributors 
SEATTLE 99, WASHINGTON 
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ing or broiling; with automatic 
oven temperature control. The re- 
frigerator has a storage capacity of 
six cubic feet although it uses no 
more floor space than for four 
cubic foot models. For more com- 
plete information write Nash-Kel- 
vinator corpofation, Dept. AL& 
BPM, Detroit 32, Mich. 


Guide to Better Farming 


The Farm Book, A Guide to Bet- 
ter Farming with Better Buildings, 
published by West Coast Woods 
Promotion, is off the press and be- 
ing distributed to retail building 
products merchants. It is an eco- 
nomic study of farm buildings in 
relation to farm profit and pre- 
sents factual information. It is not 
a plan book, but points. out 
how properly planned, located 
farm buildings can work to 
create and preserve income if 
they are built eco nomic'ally 
sound in relation to the size and 
productivity of the farm. It con- 
tains more than 100 photographs 
and diagrams and an entire sec- 


tion of handy tables. There is front 
cover space for dealer imprint. In- 
formation is given on many farm 
problems and the tables are guides 
to capacities and dimensions of 
buildings for various purposes, 
sizes and spacing of building units, 
etc. Displays and banners are 
available to help sell the book. For 
a copy of the book and information 
about quantity prices write West 
Coast Woods Promotion, Dept. 
AL&BPM, 1410 S. W. Morrison 
street, Portland 5, Ore. 


Uncle 'Neas Calendar 

Again this year Moore Dry Kiln 
company is sending out its well- 
known calendars featuring Uncle 
*"Neas. As in years past, the story 
telling about the trials and tribu- 
lations of Uncle ’Neas appears 
under the calendar pad. Anyone 
who did not receive a copy of the 
calendar and would like to have one 
may obtain it free of charge by 
writing Moore Dry Kiln company, 
Dept. AL&BPM, P. O. Box 4248, 
Jacksonville 1, Fla. 


Federal Counter Display 

Federal Seat corporation has de- 
signed a new counter display that 
tells the sales story of the Federal 
Lifetime seat in concise, graphic 


form. The sturdy, easel-back board 
is 2314 inches wide and 24 inches 
high. It has a full-size model of 
the seat mounted in the center and 


Lifetime SEAT 


ee ae 


four miniature seats in different 
colors, which show at a glance the 


complete color range _ available. 
Listing the price, composition and 
all the features of the seat, this 
is a silent salesman. For more 
complete information about the 
product and the display wite Fed- 
eral Seat corporation, Dept. AL&- 
BPM, 36-18 38th street, Long Is- 
land City 1, N. Y. 





——— 














Sales Agents for 








PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 


Fir and Larch 
kk 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk 


*Pack River Lumber Company, Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho 
*Thompson Falls Lumber Company, Thompson Falls, Mont. 


* Member Western Pine Association 


Daily Production 190,000 Feet Kiln Dried Lumber | 


Sandpoint, Idaho 





Sales Office; 


P.O. Box 510 
Telephone 71 
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MARIE ANALYSIS 


Current Statistics on 
Output and Distribution 


Lumber shipments of 394 mills reporting to the 
National Lumber Trade Barometer were 17.4 percent 
above production for the week ending Dec. 27, 1947. 
In the same week new orders of these mills were 35.8 
percent above production. Unfilled order files of the 
reporting mills amount to 52 percent of stocks. For 
reporting softwood mills, unfilled orders are equivalent 
to 25 days’ production at the current rate and gross 
stocks are equivalent to 46 days’ production. For the 
year-to-date, shipments of reporting identical mills 
were 2.3 percent above production; orders were 2.4 
percent above production. Compared to the average 
corresponding week of 1935-1939, production of re- 
porting mills was 27.7 percent above; shipments were 
15.2 percent above; orders were 18.1 percent above. 
Compared to the corresponding week in 1946, produc- 
tion of reporting mills was 28.4 percent above; ship- 
ments were 11.8 percent above and new orders were 
33.5 percent above. 


Southern Pine 

Production of Southern Pine by the 98 mills report- 
ing to the Southern Pine Association for the week 
ending Dee. 27, 1947 amounted to 10,753,000 feet. 
This was 39.11 percent below the three-year average 
for the same mills. Shipments for the week of Dec. 
27 amounted to 10,979,000 feet. This was 2.10 percent 
above production for the week. Orders placed during 
the week amounted to 9,034,000 feet or 15.99 percent 
below production. 


Western Pine 

The 105 mills reporting to the Western Pine Associ- 
ation for the week ending Dec. 27, 1947 cut 38,025,000 
feet. The same week a year ago the cut was 29,758,000 
feet. Shipments were 43,179,000 feet compared with 
40,517,000 feet a year ago. Unfilled orders on file at 
the end of the year were 160,523,000 feet com- 
pared with 177,758,000 for the corresponding period 
in 1946. Gross stocks stood at 734,921,000 feet com- 
pared with 722,794,000 for the corresponding period 
in 1946. 


In the Market Centers 

SEATTLE—Most mills made Christmas and New 
Year’s closures as short as possible. Both price and 
demand continue high. A good volume of forward 
buying took place before Christmas and most mills 
have good order files for January and February de- 
livery. It is understood the government is paying 
from $180 to $200 for flat grain ceiling, flooring and 
drop siding in D and btr.; about $100 over ceiling is 
an accepted price for mixed cars. Green dimension at 
the small mills is weaker and moves at about $65. 
Timber cutting is strong with rough bringing $55 to 
$60 and surfaced $60 to $65. Boards sell for $60 
to $70. Stocks in wholesale and retail yards is rela- 
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Western Pines and associated woods are well manufactured, 
carefully graded, and thoroughly seasoned in accordance with the 
high standards long established and sustained by member mills. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland 4, Oregon 
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One of today’s MOST DESIRABLE home units! 


FUELLESS INCINERATOR 


Fuel-free, fume-free, fuss-free Majestic No. 30 Incinerator 
is among the best- selling home conveniences of the day. 

“Self-burning” action and 
low cost win quick approval 
for this easy-to-install unit — 
especially in homes with au- 
tomatic heat (where waste$ 
cannot be burned in the fur- 
nace). Does not affect heat- 
ing plant efficiency if tapped 
to furnace flue. Burns wet 
or dry garbage and rubbish; 
downdraft action dries waste 
constantly. Need be ignited ' 
only when unit is filled; 
ashes removed only few 
times a year. Unit holds 
about 3 bushels; is only 2 
ft. in diameter, less than 
3 ft. high. Silver-and-blue 
duotone finish. Write for 
more details. 


The Majestic Co. 


840 Erie St., Huntington, Ind. 
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RELIABLE SERVICE 





Dealers know they can rely on Fiddes- 
Moore for prompt delivery of outstand- 
ing building products. F-M service is 
the keynote of our relations with aggres- 
sive dealers. 


Fiddes-Moore products include: Versa 
tile Westbilt Kitchen Cabinet Units . . . 
made of beautiful Ponderosa Pine and 
Douglas Fir, in a complete selection of *, PLYWOOD 
sizes and styles; overhead Garage Doors of 

. service-styled sectional types with 3- 4 
ply fir panels... one-car or two-car sizes; . 
Douglas Fir Doors for the home... vari- : 
ous styles and sizes to satisfy the needs s 
of every builder; Plywood of all types... 1 

s 
a 
s 
* 
7 





Softwood and Hardwood. 





i 


Phone or write for details and prices. 





nol | | 
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DOUGLAS FIR 
DOORS 





ovarv@ 27D SERVICE 


Sales and Service Office: 228 N. LaSalle Street 
Chicago 1, Illinois Telephone Central 5875 
e 
Prompt shipment from Hammond, Indiana, on Kitch- 
en Cabinets, Plywood, Doors and Garage Doors. ° 




















Soundbilt is a name that stands for quality in plywood. 
As the. name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
a name you'll be hearing more about from now on. 


7 d 
ceget Sonne D, Me. 


p 230 EAST F STREET # TACOMA, WASHINGTON & PHONE MAin 0179 
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tively low. When uppers are obtainable, they move 
right out. Green dimension is the only plentiful item. 
Dry dimension and boards are scarce. 


TACOMA—Operators are continuing high produc- 
tion schedules in the belief that 1948 may equal if not 
surpass 1947’s record-breaking prosperity. Most oper- 
ators believe that the demand will continue high re- 
gardless. Some are of the opinion that prices may 
decline, particularly for lower grades; they are vir- 
tually unanimous in the belief that there will be no 
immediate change. At the moment, construction |um- 
ber, particularly timbers, are in heavy demand. Assur- 
ance of prompt delivery seems to be the controlling 
factor. Good grades of seasoned lumber suitable for 
millwork and finishing are scarce. 


KANSAS CITY-—The big mills have substantial 
order files on hand and at their present list prices, 
the demand is far in excess of the supply or the ability 
to produce. Shipments still are on an allocated basis, 
Prices generally are holding at $80 to $85 a M for 
No. 2 common boards, f.o.b. mill and No. 1 dimension 
also is quoted at about that level. Flooring is very 
scarce and prices are variable, ranging from $150 to 
more than $200. The Trans-Missouri-Kansas Shippers’ 
board, composed of rail executives, in its forecast for 
the first three months of 1948, predicted that 20 per- 
cent less lumber would move in that quarter than in 
the comparable 1947 period. 





MINNEAPOLIS—Overall building permits issued 
in Minnesota cities in November, 1947 totaled $8,278,- 
830, almost twice the total of $4,838,320 in 1946. The 
acute cement shortage is holding up building. The 
shortage of nails, plumbing and electrical fixtures 
also continues to hinder building. 





BALTIMORE—Business at the various lumber yards 
held up well in the final month. Building permits, 
however, finished the year under the 1946 total valua- 
tion. The main encouraging sign was the steady in- 
crease in home units in the last four months following 
a slackened pace in the better building period of the 
summer months. Permits for all types of construction 
were higher in October than in October, 1946 by more 
than $2,000,000 and November, 1947 exceeded Novem- 
ber, 1946 by a slight margin. 

















H. B. Jordan, Gen. Mar. C. M. Jordan, Treasurer 


CLARKE COUNTY LUMBER MILLS 


WHOLESALE FOREST PRODUCTS 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


x 


General Offices: 
THOMASVILLE, ALABAMA 
Phone: L. D. 167 


834 Maccabees Bldg. 
DETROIT 2, MICHIGAN 
Phone: TEmple 1-6201 
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ROLL-OFF 


Complete Beds Shipped KD. 


EASILY MOUNTED 
Write for Catalog & Prices 





“The Active Truck Is the Money -Maker™ 





LUMBER TRUCK BEDS Since 1918 











RAINY LAKE LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products ef J A. MATHIEU, Ltd. Rainy ee 


nt. 
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AVAILABLE 
FOR IMMEDIATE SHI 


AY DO 


PPER ALLOYED ZINC 


PMENT 


CO 


ROLL V ALLEY 
FL AT SHEETS 
CONDUCTOR 


GUTTER 
CONDUCTOR ELBOWS 


NGS 
ROOF EDGI 
SHINGLE STARTERS ian 
ASBESTOS SIDING 7 


“The quality product in the middle price class.” 


POTTS-FARRINGTON CO. 


FORMERLY W. F. POTTS, SONS & CO., INC. 


1224 CHERRY ST., PHILADELPHIA 7, PA. 


PHONE: Rittenhouse 6-1525 




















Ponderosa Pine Lumber 
Sugar Pine Mouldings 
White Fir, Incense Cedar Cut Stock 


Tarter, Webster & Johnson, Inc. 


No. 1 Montgomery St., San Francisco 


P. 0. Box 1731, Stockton, Calif. 
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E. W. Daniels Honored for 
Service to Plywood Industry 


E. W. Daniels, president of Har- 
bor Plywood corporation, Hoquiam, 
Wash., was presented Dec. 16 with 
a silver friendship bowl, symbolic 
of a decade of leadership in the Pa- 
cific Northwest’s plywood industry. 

The presentation was made by 
Arnold Koutonen, president of the 
Douglas Fir Plywood association 
at a meeting of the industry’s 
management committee. 


Daniels, chairman of the com- 
mittee which represents 35 Oregon 
and Washington firms, also is presi- 
dent of the board for Plywood Re- 
search foundation and one of three 
Washington men serving as direc- 
tors in the National Association of 
Manufacturers. 


Jerome J. Crowley Jr. Named 
President, O'Brien Corporation 


The O’Brien corporation, South 
Bend, Ind., announces the election 
of Jerome J. Crowley Jr. as presi- 
dent to succeed F. M. Reece, who 


asked to be relieved of official re- 
sponsibilities so that he might de- 
vote his entire effort to research 





Jerome J. Crowley Jr. 


work. Mr. Reece will continue as 
director of research and member 
of the board. 

Eugene L. O’Brien has_ been 
named vice president and treasurer 
of the company. Both Mr. Crow- 
ley and Mr. O’Brien are grandsons 
of Patrick O’Brien who founded 
the corporation in 1875. 


Metropolitan Associates Give 
Dinner to Honor C. L. Adams 


Metropolitan Lumber Dealers as- 
sociates Inc. gave a dinner with 
dancing and entertainers in New 
York Dec. 6. 

The dinner was given in honor of 
Charles Langdon Adams, chairman 
of the board of Cross, Austin & lre- 
land Lumber company, Brooklyn. 

As a founde of the Metropolitan 
Lumber Dealers associations, Mr, 
Adams was given a gold wrist watch 
by the association as a testimonial 
of his services to the industry. The 
presentation was made by Fred 
Kreuscher of Hussey-Williams Lum- 
ber company. 


Two-Week Kiln Drying 
Course to Be in May 


A two-week demonstration in the 
kiln drying of lumber will be given 
at the Forest Products laboratory, 
Madison, Wis., from May 38 to 14, 
it has been announced. Additional 
demonstrations may be given after 
June 1, depending on demand. 

Enrollment in the May demon- 
stration will be limited to 30 per- 
sons. Applications will be accepted 
in the order received. Persons 
wishing to enroll should write to 











STOP End Checking!!! 








@ The rugged construction of Bird 
Masterbilt Shingles pays off in longer 
wear! Tests far more severe than 
normal wear show that the granules 
on Bird shingles stay on longer — 
give greater protection. 

Every granule is oil treated to 
_ eliminate the dust which causes gran- 

ule loss on ordinary shingles. These 
granules protect Bird Masterbilt 
Shingles from the ravages of sun and 
weather and guarantee longer service. 

Make this test yourself —scuff Bird 
shingles and ordinary shingles and 
see for yourself how the granules 
refuse to come off Bird Masterbilt 


™ Shingles. 


= BIRD « SON inc. 


EAST WALPOLE, MASS. 








No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 


Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 
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SHEVLIN-McCLOUD LUMBER COMPANY 
































with { Successors to Shevlin Pine Sales Company } 
New 

SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
r of *THE McCLOUD RIVER LUMBER SHEVLIN PINE 
man COMPANY PONDEROSA PINE 
lre- McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
. *THE SHEVLIN-HIXON COMPANY _ eee oe 
itan Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
Mr _*Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
ares tion, Portland, Oregon. DISTRICT SALES OFFICES: 
nial NEW YORK CHICAGO SAN FRANCISCO 
The oF 1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
“red a Pandtosa Fave Woodwotk Mohawk 4-9117 Telephone Central 9182 Exbrook 2-7041 
um- 

J. P. RINN H. V. SCOTT 


ie Rinn -adcott Lumber Company 


‘Ory, 
» 14, 


- LUMBER and LUMBER PRODUCTS 


ifter 

non- Yard and Warehouse Concentration Yerd General Office 

cea 2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 
sons Chicago 23, Ill. P. 0. Box 6 Chicago 1, Ill. 

e to BiShop 4080 RANdoiph 4878 
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THE NAME SILVER LAKE stampeD ON EVERY FOOT 
@ PACKED IN CARTONS e 


LOWER PRICED GRADES 
EDDYSTONE 


Mills and Sales Office PELHAM 
SILVER LAKE co. 3 ) charaheechiod. Georgia NUCORD 


Sold through Regional Distributors BENGAL 








TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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George M. Hunt, Forest Products 
laboratory, Madison 5, Wis. 

The demonstration will cover the 
basic principles of seasoning wood, 
types of dry kilns and kiln equip- 
ment, kiln operation, testing kilns 
for uniformity of drying condi- 
tions, drying schedules and other 
phases of kiln drying. 


Cameron Quarter Century Club 
Publishes Membership Roster 

In April of this year the Cam- 
eron Quarter Century club, Wm. 
Cameron & company Inc., Waco, 
Tex., was formed with 95 charter 
members. The company has now 


published a roster of membership 
with a picture and brief item about 
each member in the club. 

Each year at the company con- 
vention, new members are Officially 
inducted into the club, presented 
with a certificate of service and a 
lapel pin with three diamonds. 
Each year after the convention a 
new roster of membership will be 
printed. 

E. Harry Mauk, Toledo 
Lumber Wholesaler, Dies 

E. Harry Mauk, 67, of E. H. 
Mauk & Sons and one of the most 
prominent lumber wholesalers in 











Lumber That Comes From 
Good Quality Logs 


There’s an old saying that a river can rise no higher than its 
source. The same thing is true in lumber. Its quality can be no 
better than the logs from which it is sawn. A-Y is fortunate in 
having a choice stand of Ponderosa Pine timber that maintains a 
steady flow of excellent quality logs to the mill 
maintain a flow of high quality lumber to its customers. 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





enabling A-Y to 





Alexander-Yawkey Lumber Co. 


Members Western Pirme Association 





Prineville, Oregon 


the country, died in Toledo, Ohio, 
Dec. 23. 

Mr. Mauk started out with the 
Kirby Lumber company as a sales- 
man. For 17 years he was a part- 
ner with W. H. Sturdivant in the 
Sturdivant & Mauk Lumber com- 
pany, Toledo. 


George F. Wiepert, Vice 
President, Sargent, Dies 

George Frederick Wiepert, 91, 
vice president of Sargent & com- 
pany, New Haven, Conn., died 
Nov. 24. 

Associated with Sargent since 
1884, Mr. Wiepert had actually spent 
more than three-quarters of a cen- 
tury as a hardware man, having 
gone to work with another company 
at the age of 15. 

He served from 1938 to 1942 as 
president of the Hardware Manu- 
facturers Statistical association. 
From 1915 through 1918 and from 
1922 to 1941 he was president of the 
Bright Wire Goods Manufacturers 
Service bureau. He had remained 
active in company affairs until a few 
weeks before his death. 


Paul F. Allen, Mississippi 
Commission Lumberman, Dies 

Paul F. Allen, prominent lum- 
berman and owner of Forest Prod- 
ucts, a commission lumber organi- 
zation, died in Canton, Miss., Dec. 7. 

Mr. Allen was a member of the 
National Association of Commis- 
sion Lumber Salesmen. Since his 
death the company has been liqui- 
dated. 


C. H. Wortman, Michigan 
Lumber Inspector, Dies 

C. Howard Wortman, 60, lumber 
inspector and buyer, Grand Rapids, 
Mich., died Dec. 31. 

A native of Philadelphia, Mr. 
Wortman was on the road several 
years before coming to Grand 
Rapids. He had been an independ- 
ent lumber inspector all his busi- 
ness career. 


March Will Be Designated 
National Wallpaper Month 

As a cooperative effort of the 
National Wallpaper Wholesalers’ 
association, the Wallpaper institute, 
the Retail Paint and Wallpaper 
Distributors of America Inc. and 
the Painting and Decorating Con- 
tractors of America, March has 
been designated as National Wall- 
paper month. 

This month has been designed to 
develop an ever increasing accept- 
ance throughout the nation of 
wallpaper as a styled home setting. 
Available to retailers is a kit of 
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R. A. Holmes 
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*& FURNITURE DIMENSION STOCK 







C. F, Mimnaugh 





BYE “If It’s Made of Wood We Sell It” 


Be AX 
Ee X 


wr S 
Propucts COMPANY 


525 CORBETT BUILDING—PORTLAND 4, OREGON 


4A West Coast Species 


% MOULDINGS ,y INDUSTRIAL CUT STOCK 











Mining Co. 


Lumber Department 


Bonner, Mont. 


i- Manufacturers of 


7 Larch Lumber 


al Tike ok 





Anaconda Copper 


Ponderosa Pine, Fir and 

















BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
1 Cd, J ai eth 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Air-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 





Air-tite Stays simplify inventcry 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 











The plunger of each 
Air-tite Stay expands 
and contracts against 18 
” Ibs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 

Cut-away view - Actual size 


* so 
ie 
U.S. Pat. No. 2,187,412 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 
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When Better Lumber Is Made 
lt Will Be ““GRIFFIN GRADE ” 
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J. M. GRIFFIN & SONS, Inc. 


MANUFACTURERS OF 

PINE AND HARDWOOD LUMBER 
BOX 380-C 

NEWTON, MISSISSIPPI 















PERCEDAR 


Production is improving 


Nationally 
Advertised 







































Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED The Spectacular Pent+up 
90% Red Heart Demand for SUPERCEDAR 
or Better is most gratifying Mr 


ealer, reserve space for 
it in your shed—we are 
going to make it availa- 
le to you as rapidly as 
conditions will permit. 


100% Oil Content 





Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 














promotional materials which can be 
used to stimulate interest and sales. 
The kit contains such things as 
window display card, banners, sug- 
gested displays, newspaper re- 
leases, radio releases, handbook. 
For information about this kit 
contact Howard Hovde, executive 
director, National Wallpaper 
Wholesalers’ association, 1421 
Chestnut street, Philadelphia 2, Pa. 


W. G. Tilton, WCLA 
Forest Engineer, Dies 


Warren G. Tilton, forest engi- 
neer for the West Coast Lumber- 
men’s association, Portland, Ore., 
died Dec. 23. 

Mr. Tilton was well known for 
contributing greatly to the tree 
farm program. He was impor- 
tantly involved in the operation of 
the Forest Industries Tree nursery 
at Nisqually, Wash. 


Appointments and Promotions 


L. J. HAMMERLY has been ap- 
pointed district representative of 
the Berger Manufacturing division, 
Republic Steel corporation, Cleve- 
land, for the sale of steel building 
products in Michigan and part of 


Ohio with offices in 
building, Detroit. 


the Fisher 


American Varnish company, 
Chicago, announces the appoint- 
ment of HARRY J. ABRAMS as sales 
representative for North Carolina, 
Virginia, Maryland, Pennsylvania 
and western New York. He has 





Harry J. Abrams 


Daniel Derogee Sr. 


been owner of the Takoma Chair 
company. DANIEL DEROGEE SR. 
has been named sales representa: 
tive for Indiana for the same com- 
pany. 


DONALD J. MOE has been ap- 
pointed assistant secretary of the 
Michigan Retail Lumber Dealers 
association, Lansing. He has de- 
grees in wood products and _ build- 
ing and light construction, has been 
with the Western Retail Lumber- 












The 


ge be ] 2 
Tower” Trimmer 
Quickly Pays for Itself 

Saves Freight, Raises the 

Grade of the Lumber, Makes it 


Worth More per M., Causes It 
to Sell More Readily. 


Thousands In Use Everywhere 





Built in Nine Sizes eum 16 to 32 Feet, For Mills preys uni of 
30 M Feet per Day 


Available with Babbitt, Ball or Roller Bearings 


The R. J. Tower Iron Works, Greenville, Michigan 


BUILDERS OF GRATES, EDGERS AND TRIMMERS SINCE 1889 (FIFTY-EIGHT YEARS) 






















chinery ... 
CARRIAGES ... 
SHOTGUN STEAM FEEDS . 
LOG STOP AND LOADER... 


EDGERS . .« . 


AND “POWER HOUSE.” 


MILL SUPPLIES 4 st 
cotenememases UNtulngham 
Hn for MACHINERY 
the cohasiogs 
icaneuiealen of 


power.” 





SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
PORTABLE MILLS . . 
TRIMMERS ... 
. STEAM NIGGERS... 
AUTOMATIC FEED 
TABLE FOR PLANING MILLS. WRITE FOR CATALOG 





- BAND MILL 


Nie venwrwcinscerewree. 











Hall & Brown, W. W. Machine Cos, 


PLANER and JOINTER KNIVES 


- also high speed knives and molding cutters 
ie the woodworking industry. 


4) 


sO ened! bm” 7/ ail) LTT, 


TAYLOR- STILES & CO. 


Riegeisville, New Jersey 


Western Agents: 
St. Louis, Mo. 
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OREGON LUMBER 
COMPANY 


Baker, Oregon 


Producers and Manufacturers 


Famous “John Day" 
Ponderosa Pine 


Since 1889 


Under a sustained yield plan. New 


trees are growing as fast as we 


harvest the mature ones 


— insuring 


continuous operation for the future. 











You'l 





“Nios 


| Get Plenty of 
ACTION with a 


CORINTH 


NO. 2 SAWMILL 


..and Fine Lumber Too! 


By actual tests, the Corinth No. 2 
Sawmill has proved its superiority 
in the fast production of fine lum- 


ber—softwood, hardwood 


and 


mixed. This accurate mill, which 


may be used as a portable outfit or 
set up On a permanent foundation, 


is so sturdily constructed, it will 


stand up in even the severest 


services year after year. 


Send for complete specifications 
and delivery dates. For out-of-the- 


Ordinary sawmill problems, ask 


for the services of a Corinth 
engineer. You can depend upon 
im to find a practical solution. 


CORINTH MACHINERY CO. 


CORINTH, MISSISSIPPI 





Speedy and accurate dou- 
ble-acting set works with 
steel machine cut ratchet 
wheel, for cutting very 
accurate lumber. 


Quick aligning steal head- 


ock base with adjustable 
split knees with McDon- 
outh boss dogs, and rever- 
sible wearing plates for 
double-length service. 
Fast, improved heavy-duty 
belt feed works will with- 
stand hard usage. Bronze 
bushed idler eys for 
pressure gun greasing. 
Steel machine cut racks 
and , pane securely fas- 
tened to split knee assure 
long life, and extreme ac- 
curacy. Replaceable with- 
out removing entire knee. 
Adjustable rope feed gears 
permit easy elimination of 
slack caused by wear 
tween gear and pinion. 
Cast steel carriage wheels. 
Guide wheel machined to 
fit 20-lb. machined “T” 

track. 

18” Steel Splicer Wheel. 
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a . Ba oe 
Logged in 1936-1937 


HARDWOODS e WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 





for 
LUMBER 
VENEERS 
DOWELS 
BOBBINS 





...and all wood prod- 
ucts, rough or smooth. | § 





INSURE AGAINST GREEN LUMBER 
.. « test moisture as low as 0% 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
irregular materials—in three seconds or less—without marring surfaces. 


Moisture Register gives you accurate tests from high percentages 
to lowest ranges at the press of a button. Based on the principle of 
high frequency, power absorption, there's a model to meet your re- 
quirements. Completely portable—easy to use. No points to break 
off or mar surfaces. 


Write today for complete information, specifying type of material 
and range of moisture content to be tested. Moisture Register Com- 


pany, Dept. A, 133 North Garfield, Alhambra, Calif. 






The standard in moisture testing 
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mens association and has recently 
been assistant professor in housing 
and lumber merchandising. 


JOSEPH P. WOLFF, commissioner 
of the department of buildings and 
safety engineering for Detroit, has 
been elected chairman of the board 
of governors of the building offi- 
cials foundation for 1948, succeed- 
ing ANDREW J. EKEN, president of 
Starrett Brothers & Eken, New 
York. 


CHARLES B. MCGEHEE has been 
appointed president of the Wil- 


liam H. Harman corporation, Wil- 
mington, Del., manufacturers of 
the Harman prefabricated steel 
homes. 


WILLIAM F. Jisp has been named 
editorial director of the American 
Forest Products Industries Inc., 
Washington, D. C. 


HOLTON C. Rusu, formerly adver- 
tising manager for E. L. Bruce com- 
pany, Memphis, Tenn., is now presi- 
dent of a new advertising agency in 
Memphis, which operates under the 
name of Greenhaw & Rush Inc. The 











SOUTHERN QUALITY LUMBER 








It’s Not Too Late 
For the Lumber Industry 
To Think of Its Customers 


Maybe we are just a bit old fashioned in our 
thinking about today’s lumber market. We do 
not believe in shipping green lumber. It must 
be either KD or AD. Each carload of R-M Lum- 
ber must be either SPIB or NHLA or SOMA 


We 


inspected. 


believe this 


protects our cus- 


tomers, YOU Retailers—and it also builds the 
confidence of home builders in your community 
in you, and in Wood as the finest product from 


which to build homes. 


Presently we are dividing up our production 
among our old customers. We know you will un- 


derstand. 


additional customers 


quality, service and business integrity. 


Some day we will be able to serve 


appreciate 
Mean- 


you who 


while, let’s hold the line and increase the future 
of Wood as the finest building material known. 
Give your customers only quality lumber, and 
insist upon your lumber shippers furnishing this 


type of stock. 


Longleaf and Shortleaf Yellow Pine .. . 


Tidewater Red Cypress . 
. Mixed Cars Dressed and/or 


woods . 


. . Southern Hard- 


Resawed . . . Boat Shipments to Foreign, 
East and West Coast Ports. 


REYNOLDS & MANLEY 


LUMBER COMPANY 
SAVANNAH, GEORGIA 

















new agency is handling the advertis- 
ing of several manufacturers in the 
building material field. 


CLYDE S. MARTIN, chief forester 
for Weyerhaeuser Timber com- 
pany, Tacoma, Wash., has been 
elected president of the Society of 
American Foresters. 


WILLIAM J. RENN JR. has heen 
named manager of the plywood and 
veneer division of Georgia Hard- 
wood Lumber company, Augusta, 
Ga. Mr. Renn has been an executive 
with several large plywood and 
veneer companies. Prior to joining 
Georgia Hardwood he operated his 
own plywood warehouse business in 
Philadelphia. 





ASSOCIATED 
LOCKSMi 
CALIFO THs 


PAUL B. DINN, left, president of the Associ- 
ated Locksmiths of California, presenting to 
William W. Brasier, West coast representative 
of the Stamford division of the Yale & Towne 
Manufacturing company, the certificate of 
merit awarded to Yale & Towne by the Lock- 
smiths. The award was made in recognition 
of the simplified design and construction of 
the new Yale compact door closer. 





Appointment of WILLIAM M. 
LEHMKUHL as assistant vice presi- 
dent of Masonite corporation, Chi- 
cag, has been announced. He was for- 
merly manufacturing manager of 
the Flintkote company and his duties 
with Masonite will be in the produc- 
tion division. 


JOHN GOELLNER, president of 
Monarch Metal Weatherstrip cor- 
poration, St. Louis, has been elected 
president of the Weatherstrip Re- 
search institute to succeed JOSEPH 
P. GLASER of the Chamberlain 
company of America Inc. 


The election of JOSEPH E. Dur- 
FEY as vice president of the Dia- 
mond Match company, New York, 
has been announced. He will be 
responsible for the timber and 
lumber operations of the company 
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TOXIC WATER | 





SPECIAL MILLWORK 
Protection Products Mfq. Co. 





Research Laboratory and Plant KALAMAZOO, MICH. 











ORNAMENTAL WROUCHT IRON 


a Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 


Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 


Office and Factory: 


2110 Florence Ave., Zone 6 





CINCINNATI IRON FENCE C2 INC 
CINCINNATI OHIO 
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NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blades cut through toughest insulation boards 
leaving clean, smooth 

edge. Three tools—five $585 
blades — attachments. Sent postage paid 
All for... anywhere in U.S.A. 
Extra Bevil-Devil Blades, of selected steel, ground to 


cul insulation board. Package of 100 for $4.00, 
postage paid. 


KIMBALL company, inc. 
1633 SYCAMORE ROYAL OAK, MICH. 





Old Growth 


DOUGLAS FIR 
at Its Best 


OREGON - AMERICAN 
Lumber Corp. 


Vernonia, Oregon 


RR lo meolelo Me 1-71 am OFTIL7 
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YoU 


profit from 


HIS 
training 


It stands to reason—the more an employee knows 
about the business, the better the job he can do 
for you. How does he learn? Through experience, 
certainly. But far more effectively, through a 
planned program of training for the light con- 
struction industry. Hereis whereI.C.S.can help you. 
A COMPLETE TRAINING PROGRAM FOR 
EMPLOYEES IN RETAIL LUMBER YARDS 
This is an extremely practical course made-to- 
order for the National Retail Lumber Dealers 
Association. It covers a number of basic and 
optional subjects, including carpentry, estimat- 
ing, paints, roofing, merchandising. Lessons are 
authoritative, interesting, easy-to-follow. Results 
are immediate. Your employees learn quickly, 
apply what they’ learn. 

We'll be glad to send you full information on 
the Retail Lumber Dealers’ and other special 
courses; how they can be fitted to your training 
needs; how they can develop your workers’ effi- 
ciency and increase profits for your business. 


INTERNATIONAL CORRESPONDENCE SCHOOLS 
Cooperative Training Division, Box 4248, Scranton 9, Pa. 


et \ 


LONG and SHORT LEAF : 
| YELLOW PINE = 
and HARDWOODS = 


Sr kn ee i 


@ BAND SAWN 

@ PROPERLY MANUFACTURED 
@ CORRECTLY SEASONED 

@ CAREFULLY LOADED 

@ KILN DRIED 

@ AIR DRIED 





Send us your 
inquiries and orders. 





Shipping Point: Fitzgerald, Ga. on S.A.L.RR. 


CAMPBELL 


COAL COMPANY 


238 MARIETTA ST., N. W. 
P. O. Box 1498 


ATLANTA 1, GEORGIA 
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and will have general charge of 
production of all other departments 
and divisions. 


G. P. HALL has been appointed 
executive assistant general mer- 
chandising manager of Devoe & 
Raynolds company Inc., New York. 
He will assist in handling trade 
sales advertising, sales promotion, 
market research and merchandising 
for the company and its affiliates. 


Lowe Brothers company, Day- 
ton, Ohio, has announced the ap- 
pointment of T. H. HOLLIMON as 
manager for the California divi- 
sion. He will direct and promote 
the sale of Lowe products in that 
state. 


Appointment of FRANK J. Buss 
as representative of the Perkins 
Glue company, Lansdale, Pa., in 
New England, New York and New 
Jersey has been announced. 


WALTER S. ROBBINS, Robbins 
Door and Sash company, Scranton, 
Pa., and ROBERT D. KRAMER, 
Kramer Brothers company Inc., 
Elizabeth City, N. C., have been 
elected directors of the Pennsylva- 
nia Lumbermens Mutual Fire In- 
surance company. 





HUGH RADER 
LUMBER 
ARY 








TUMPARY 

















COMPLETION of a modern warehouse that provides heated and air conditioned storage space 

for one and one half million board feet of kiln-dried hardwoods and pattern lumber has been 

announced by Hugh Rader Lumber company. Detroit. The exterior is of face brick and cut-stone 
trim; the interior finish is a practical display of various hardwood panels. 





The appointment of HAROLD J. 
FIKEJS as manager of the Mack 
Truck company’s Milwaukee branch 
has been announced. 


Companies Announce 


AMERICAN ROOF TRUSS COMPANY, 
Chicago, announces the opening of 
a new and larger office at 235 W. 
37th place, Los Angeles, Calif. 
The new telephone number is 
Adams 3-4191. 


Judge A. Marshall Thompson, 
chairman of the board of Scott 
GRAFF COMPANY, Duluth, Minn., 
announces that the company 


through the purchase of controlling 
stock, is now a Duluth owned com- 
pany. E. J. Gottschalk has been 
named president. 


A change in the name to the 
ZONOLITE COMPANY, Chicago, has 
been announced by the organization 
formerly known as _ UNIVERSAL 
ZONOLITE INSULATION COMPANY, 
miners and manufacturers of ver- 
miculite building and_ insulation 
products. 


The name of the NICHOLS WIRE 
& STEEL COMPANY, Davenport, 








Of genuine wood, not plaster or 
composition. Authentic designs in 
classical and moderne patterns 
for all uses. Cut clean to apply 
instantly — no sanding. In ran- 
dom lengths or quantity orders 
made to your specification. 
Prompt delivery from large ready 
stock. Not necessary for you to 
carry stocks — we make drop 








shipments direct to your cus- 





tomers for added convenience. 





Only the catalogue or a visit to 

our showroom can give you an 

idea of the complete line avail- 
able for immediate delivery 


BENDIX 


MANUFACTURING COMPANY 
192 LEXINGTON AVENUE 
NEW YORK 16, N. Y. 
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ENDL oo 


WOOD MOULDINGS 


WOOD CARVINGS, MARQUETRY, TRIMMINGS 




















J. W. Wells Lumber Co. 


Montgomery I, Alabama 


Manufacturers 


Southern Hardwoods and Pine 






























JAMES W.SEWALL COMPANY 


Consulting Foresters 















MAIN OFFICE: 





OLD TOWN, MAINE 











Phillips & Benner 





Ruttan Block, Port Arthur, Ontario 






Established 1910 
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PAUL B. BERRY 


Wholesale — Commission 


Grand Rapids 6, Michigan 











If you can furnish any of the following 
(or anything else) write or wire me. 
_—e ] or more cars softwood boards and dimen- 
been sion KD or AD, machined; also panels, shorts, 
“stone cutoffs. 1 or more cars 5” and thicker hard- 
woods, mostly 4/4” & 5/4” KD or AD. Send 
me your stock and price lists. 
lling 
COMm- 





been 


LORE TTY 








has 
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RSAL Low Cost 

A NY, . _ 

mag Toxic-Water Repellent Preservatives 

ition Chlorinated Phenol Toxic Base. Positive protection against Rot, 
Fungi, Termites, Excess Moisture, etc. Formulations to meet all 
official specifica tions. A profitable retail item for Lumber Yards. 

WIRE Write for technical data, tests, samples, etc. 

rt, 
a CRE-0-TOX CHEMICAL CO. 
aon MEMPH I S, ee ae 











f C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the. Heart of the Deep South” 


— Phone 169 P. O. Box 391 
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AIR DRIED 


HARDWOODS 


KILN DRIED POPLAR 


EXCLUSIVE SELLING AGENTS: 


Yost-Blackwell Lbr. Co., Notasulga Lbr. Co, 
Ozark & Enterprise, Ala. Notasulga, Ala. 


PINE PLUME LUMBER CO. 


BELL BUILDING, MONTGOMERY, ALA. 
ESTABLISHED 1899 
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HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH ® OAK 
STRIP @© BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


Custom Kiln Drying 


Members: MP. M.A. NC HL AD NH HMA 


Oconto, WISCOnsin 





THEN RECOMMEND 












TIDEWATER 


RED CYPRESS 


TERMITE RESISTANT (naturally 
resistant to termite destruction 
according to the U. S. Department 
of Agriculture.) 


DECAY RESISTANT (Nature has 
done for Tidewater Red Cypress 
what man has tried to do for 
other woods through artificial in- 
duction of preservatives.) 


STRUCTURALLY STRONG (General 
strength lies between light and 


heavy pines. Structural grades of 
known strength and stiffness are 
available.) 


NATURAL GRAIN (Natural grain 
and texture lends beautifully to 
interior panneling and finishing.) 


EFFECTIVE FINISHES (Takes all 
stains, paints or enamels. No de- 
parture from standard finishing 
procedure required.) 


ALWAYS AVAILABLE IN THE SIZE YOU REQUIRE 
FROM “small stuff’ to TIMBERS 


We also invite inquiries concerning fully fabri- 
cated or partially fabricated vats and tanks. 


wy, 


~O=> Tidewater Gopress 


RED CYPRESS 


ft eenmeaniaeianal 
“the Wood (ternul™ 


Can be furnished from St. Louis Stocks 


FLEISHEL LUMBER CO. 


4237 DUNCAN AVE. * ST. LOUIS 10, MO. * NEwstead 2100 

































( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
RLSLUURILE Pur 
eam, 








Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this : 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ilb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 


] DONALD 
DURHAM 
COMPANY 
Des Moines 4 
lowa 








Take Your Wife 


to the movies tonite and 
send us that house plan to 


finish. 


Service prompt—Prices reusonable. 


Lumberman’s 


Plan Service 
120 Machin St., Peoria 5, Ill. 
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Iowa, has been changed to 
NICHOLS WIRE & ALUMINUM COM- 
PANY. Since the war the company 
has expanded its use of aluminum 
and “it is now and will continue to 
be” the company’s most important 
product. 


STRAND _ BUILDING PRODUCTS 
COMPANY, Detroit, has been bought 
in its entirety by DETROIT STEEL 
PRODUCTS COMPANY. Operation 
will continue under the Strand 
name, maintaining the present or- 
ganization. 


SHEVLIN PINE SALES COMPANY 
announces that effective Jan. 1, 
1948, its operations will be con- 
ducted under the name SHEVLIN- 
McCLoup LUMBER COMPANY, Min- 
neapolis. The policies, offices and 
products sold will remain the same. 

NORTH PLywoop INc., Seattle, 
has recently purchased a warehouse 
at 3420 N. Regal, Spokane, for the 
wholesale distribution of plywood, 
doors, lumber and other building 
material items. Kenneth Daily is 
the Spokane manager. 


B. A. Mayhew, president of the 
FORDYCE-CROSSET SALES COMPANY, 
Fordyce, Ark., has announced the 
dissolution of the Sales company as 
of Jan. 1, 1948. Crossett Lumber 
company and Fordyce Lumber 
company will market their produc- 


tion through their own sales offices 
located at Crossett and Fordyee, 
Both companies manufacture pine, 
southern hardwoods and royal oak 
flooring. 


W. M. Hass, of HASS WHOLESALE 
INc., South Bend, Ind., has pur- 
chased the FERRIER LUMBER COM- 
PANY, Culver, Ind., and Incorpor- 
ated it under the name of Mar- 
SHALL COUNTY LUMBER COMPANY, 
He also purchased the CLINE LuM- 
BER COMPANY, which has been op- 
erating under the name CULVER 
LUMBER COMPANY, and has con- 
solidated the two companies. 


VON SCHRENK & KAMMERER, 
consulting timber engineers, have 
moved to 509 Chouteau ‘building, 
St. Louis 10, Mo. 


Brooks-Scanlon Announces 
Three Executive Changes 

M. J. Foley has resigned as vice 
president of Brooks-Scanlon Inc., 
Foley, Fla., to become executive vice 
president of Powell River company 
Ltd., Vancouver, B. C. 

Mr. Foley will be associated with 
his brother Harold, president of the 
company, who made the same 
change 11 years ago. 

Owens J. McDonnell, vice presi- 
dent and sales manager, will be- 
come vice president and general 
manager. Conley Brooks will be- 
come assistant general manager. 





% Ri ' 
bas °* 
2) Te 
Be ' 


EXHIBIT booth of the Murphy Lumber co 





P 


y, Baton Rouge, at the Baton Rouge Homes show 


held late in November. The booth laid emphasis on the Industry Engineered home. Mr. Murphy 
plans to build six of the homes and keep an accurate cost record to demonstrate the savings 
in the construction of a home employing these engineering principles. 
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